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“Single Bore."’ This 
means hours saved in 
door installations. For 
the do-it-yourself home 
owner, thisis the easiest, 
simplest lock to install. 


Dexter’s “Single Bore’’ screen and combination door 
g 








lock set is famous Dexter quality through and through 


. exterior parts solid brass .. . interior parts steel, Easy to plane door edge! 


no die castings .. . locks safely, securely from inside Because “Single Bore” 
at the touch of a fingertip... lock fits doors from Geer net Rave © pro 
truding latch bolt, noth- 
54” to 134” thick... no adjustment necessary . . ing interferes with plan- 
ing edge of door after 
ideal for use with door closer... costs less and is installation. Agoin, 
) costly time is saved. 

Dexter “getiree Guaranteed. 


DEXTER LOCK COMPANY “SOFT TOUCH” 


GRAND RAPIDS * MICHIGAN yielding strike! 
os 
A SUBSIDIARY OF NATIONAL BRASS COMPANY Tho Denter "Sof Tous" yisiding 


strike of the “Single Bore” requires 
tn Conede: Dexter Lock Cenede Lid., Gveiph, Ontario 


no mortising, mounts on surface of 
in Mexico: Dexter Locks, Plate Elegante, $. A. de C. V., Monterrey, Nueve Leon door jamb. Metal lever yields when 
MANUFACTURERS OF AMERICA’S ORIGINAL TUBULAR LOCKS door closes, locks securely. STRIKE FOR 





ACME APPLIANCE MFG. CO. 
35 S. RAYMOND AVENUE, PASADENA, CALIFORNIA 


Gentiemen: 


Please have your salesman call with complete information 
about the new ACME SILENT SALESMAN. 


COMPAMY NAME 
TYPE OF BUSINESS — 
asoress___ 


a ZONE__ STATE__ 


a 
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sor Hardware 


chandiser for Acme Sliding 
implates greater sales volume. 
‘fo afty dealer's showroom. Each dis- 
d Sample and takes an assort- 

me Packaged Sets. 
‘Pasy view of customers—always. 


ever increasing Do-It-Yourself 


ogg 


of hardware. 
PR’ Th proper selection of hardware. 
for retail prices. 


illustrated instructions for easy 
K—displays only those items 


OOF space. 
is Fad v2 AA 
| Acme i-Rail” Series 3000 or 


' 


ONLY 18 SETS (3 cases) 
yst fill out the coupon at 


ital! it for you. 


(To obtain more data on advertised products see page 78) 
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For well over 50 years Northern Woods have been recognized tor their high quality. The 
Northern Lumber Mills are better equippea today than ever beiore to serve you with well- 
manufactured, accurately-craded Northern Woods. Consult the firms on this page for your 
reouirements in Northern Woods. 


Cadillac-Soo Lumber Co. . . . Sault Ste. Marie, Mich. *Roddis Plywood Corporation . Marshfield & Park Falls, Wis. 
Vv 


—_ ~~ RupSwoate, Hard Staple a Sugstelty. Hemlock, ee oe 
ern Dry Kilns. Facilities for Surfacing, Resawing, a BRYER., oo, ae gt Maagle, 
, Fig. Hdwd. Yen’r'd Doors. Plywd. Modern D Dry Kiln Kiln facilities. 


*Abbott Fox Lumber Co. . . . . Iron Mountain, Mich. 
MARUNCNATOTe Wine. Planing Mile. Dry fia. ~~ * = *Abonen Lumber Co. . . . . . . Ironwood, Mich. 


Northern ym | nee bog A vine, i) ary ae = 
* —Modern \. lies agents e “ a and MFM. 
Connor Lor. & Land Co, «fits: biome, wis.) Sales Wausau, Wis, Hardwood Flooring. 


K. D. 6 A. D. Hardwoods, Hemlock, W Pine—Cedar Shingles, Posts, 
Poles——Laytite Rock Maple & Birch Flooring—Di stock. 





Schneider Bros. Lumber Co... . Marquette, Wich, -«-24and Lumber on CaED, Il 


an 
Northern Hardwoods and Hemlock, Hardwood Dimensions. Rough Sales Office — CAGO — 135 &. La St. 
Hardwood Turnings. aes 2 ed size. Planing Mill and Hardweods. White Pine and Hemlock 

ns 


“Holt Hardwood Co. «=. wg Cw Cw SC.SCSC onto, Wis. "C. M. Christiansen Co. . . =. =. =. =. Phelps, Wis. 


Maple, Birch, Beech, Oak Flooring. Strip, Assembled Block, An outstanding Wi i ber m turer — Hardwood, White 
Herringbone, Parquetry types; all types Heavy Duty Flooring. Pine, Hemlock and = Products. 





* ‘ 
td. W. Wells Lumber Co. . , agneep Mich. ‘ ; 
ocd Shed end. Seen, bates Wm, Bonifas Lumber CO. ( yoni Mien, ) cones, Neenah, Wis. 


Bloc! 
Custom kiln drying. Upper grades Giant Teetle and Birch 4 Northern Hardwoods, White Pine. 
rough. Modern Dry Kilns. Expert Miilwork. 





Edward Hines Lumber Co. . . . . = . Chicago, Ill, “Goodman Lumber Company . . . . Goodman, Wis. 


Mill at Bergland, Michigan Northern Hardwoods, Hemlock, White Pine, Basswood. Hardwood 
Sales Office—77 W. Washington 8t.—Chicago 2 Dimension. Planing Mill. Dry Kilns. Rotary Cut Veneers. 
Hardwoods, Hemlock avd White Pine. Planing Mi!l and Dry Kilns 


*Boehm-Madisen Lumber Co. . . . Milwaukee 3, Wis, Michigan Pole a Tie Co. . . . . Newberry, Mich. 


. Northern Hardw Lumber. Old Faithful Hemlock NORTHERN 
ln ~~ 4 1 WHITE PINE. NORWAY PINE ‘and Piling. Excellent Transit MB. 
working Fa es. 


tMember Maple Flooring Mfrs. Assn. *Member Northern Hemlock & Hardwood Mfrs. Assn. 
thab bh bbb bbb bb Lik bbb hbabbbLEGhbst hhh bb hbk 
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Al Mo for FASTER deliveries with 


Acme Idea Man, 
Hank Dekker, 
Mansfield, Ohio, 
helped solve this 
materials handling 


problem 


ask your 
“Acme Idea Man 
to help solve your 
problems 





Acme Steel Strapping Ideas 


When you can unload six tons of prestacked lumber in five minutes, 
you're on the way to substantial savings in time and labor costs. 
Customer relations improve, too, because orders are processed 

and put at building sites more quickly. Idea # 401 shows this is 
happening every day at Home Materials Company, Mansfield, Ohio. 


Here, Acme Steel Unit-Load Band permits complete bundling 
at the yard of stacked-for-use lumber. It arrives undamaged 
at specific construction areas on schedule and may 

be easily inventoried on the job. 


To find out how you can speed up deliveries of lumber and other 
building materials—and save costs at the same time—ask your 
Acme Idea Man to make a demonstration at your yard. Or, write 


Acme Steel Products Division, Dept. YA-44, Acme Steel Company, 
2840 Archer Avenue, Chicago 8, Illinois. 


Al M For Safe, Lower-Cost Shipping 


(To obtain more data on advertised products see page 78) 
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NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


HOUSING STARTS STILL HIGH. February was another excellent month for new home 


construction. The total was 73,000 units, of which 71,800 were private 


Starts. On a seasonally adjusted annual rate, private starts were 
1,180,000 units. 


WILL NEW HOMES SELL? One of the biggest contractors in the country recently cut 


his production 25%, largely because 99% of his sales have been to vet- 
erans with no down payment. This seems to be the story nation-wide. 


Houses are not moving the way they once did. Lower down payments must 
come to tap the big non-vet market. 


MONEY IS STILL CHEAP. Interest rates are dropping in many cities. Last month 
major New York banks cut their interest rates from 34% to 3%, for the 
first time since 1935. But new money is still pouring in from Savers, 


life insurance sales. Watch for agitation in Congress to cut YA mort- 
gage rates from 54% to 4%. 


BUILDING MATERIAL SALES ARE HIGH. Paint and cement producers and many other 
suppliers report sales at least equal to their 1953 figures. But like 


the contractor they are beginning to worry a bit about whether the 
homes already started will sell. 


DIRECT LOANS TO VETERANS. The House has prepared a bill that’s certain to go 


through continuing the present program of direct loans to veterans. 
This will extend the law to June 30, 1955. 


PLYWOOD CUTS TO $76. Several big producers are now offering a $76 price on 
Douglas fir plywood. Prices aré being quoted on the basis of the price 
effective at the time of shipment. Some mills are "out of the market" 
at the new price. Dealer stocks are said to be low across the country, 
and an upswing in demand could quickly bid-up prices. 

TV FIRE SPOTTING. 


was held recently in Louisiana. The camera turns one revolution every 
two minutes...does the work of eight men. At a single control point 
one man watched a bank of screens, observing vast forest areas. 

SEE GRADE-MARKED LUMBER NATIONALLY. This was the predictien of Stanley Roberts, 
FHA director for Tennessee, at a recent dealer convention. Roberts 
said that the experimental FHA program in Tennessee that requires grade 
marked lumber on homes built with a FHA mortgage guarantee is being 
studied carefully in Washington. He quoted Guy Hollyday, FHA adminis- 


trator, as saying the grade mark program soon would be extended to 
all states. 


COMPETITIVE PACE CHANGING ASSOCIATION THINKING. Staid and conservative associa- 
tions in the building materials industry are finding the pressure ris- 
ing for more sales promotion. In many a stormy session merchandising 
budgets are being raised...and in some cases long entrenched staff mem- 
bers are departing. In the lumber field there is going to be more 
than talk about those “lost markets" we've heard so much about. 








The first demonstration of television forest fire spotting 


(continued on page 9) 
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TRUSCON ALUMINUM AWNING WINDOWS 


Heavy extruded aluminum sections. Vinyl plastic weatherstrip- 

ping completely seals entire perimeter of all ventilators. 

Chemically cleaned and etched after fabrication. Aluminum 
screens and storm sash. Popular sizes in warehouse stocks, 


TWO GREAT NEW 
TRUSCON ALUMINUM WINDOWS 


@ Here are the aluminum awning windows and case- 
ments you can stock and sell with complete confidence. 


Both bear the Truscon name and label, the most 
valuable trademark in the building supply field. 
Both are designed and manufactured to fit 1954 
building methods and are backed by Truscon’s 
unmatched metal window experience. These win- 
dows can help your builder customers give buyers 
more house for the money. 


In popular sizes, these top-quality aluminum win- 
dows are modular designed in 16-inch multiples to 
fit standard masonry dimensions. This means impor- 
tant time- and momey-savings during construction. 
It also means approximately 8% more light and 
ventilation per window opening. Sales points you 
can merchandise. 


Heavy extruded aluminum sections are used through- 
out for increased strength and rigidity. Hardware 
and operators are the highest quality for trouble- 

TRUSCON ALUMINUM CASEMENTS free service. Sales points you can demonstrate. 


Highest quality throughout. More rigid ventilator section. Slim Get the Truscon profit story and facts on the big 
architectural lines. Stainless steel accessories. Aluminum roto 


operators, buffed to satin sheen. Screens and storm sash, Truscon line. Truscon keeps dealers = oe the ground 
Popular sizes in warehouse stocks, floor. Truscon helps dealers sell. Write: 


TRUSCON STEEL DIVISION 
REPUBLIC STEEL 


MARK OF MERIT 1058 ALBERT STREET . YOUNGSTOWN 1, OHIO 
PRODUCTS Export Department: Chrysler Building, New York 17, N. Y. 


TRUSCON® a name you can build on 


(To obtain more data on advertised products see page 78) April 19, 1954, AMERICAN LUMBERMAN © 





February Starts Increase Sharply 


Housing starts rose by more 
than 10% from the winter low in 
January to 73,000 in February, 
according to preliminary estimates 
of the U. S. Labor Department’s 
Bureau of Labor Statistics. 

Although February usually 
marks the beginning of the spring 
upturn in housing starts, the in- 
crease this year was sharper than 
in most postwar years. Last 
month’s advance was entirely in 
privately-owned housing and was 
nationwide, with particularly 
marked gains in the central re- 
gions. 

Privately owned dwelling-unit 
starts increased by 7,100 in Febru- 
ary to 71,800, and on a seasonally 
adjusted basis were at an annual 
rate of 1,180,000 units, which was 
exceeded in only four months dur- 
ing the past three years. 

The 136,500-unit total of private 
starts for the first two months of 
1954 was 4% under the final esti- 
mate for the same months in 1953. 
Public housing this year, totaling 
2,500 units, amounted to only about 
a fourth of last year’s volume for 
January and February. 


U. S. Gypsum ‘53 Sales 
Rose 5.2% From 1952 


Record net sales of United States 
Gypsum Co. for 1953 were reflected 
in higher earnings, which were 
2.8% above the preceding year, C. 
H. Shaver, chairman, said in the 
annual report. 

Net sales totaled $194,589,946, 
a 5.2% gain from 1952. “The 
greater part of the increase was 
attributable to a higher value of 
products sold, inasmuch as the 
composite of all prices received for 
the company’s products increased 
but 1.5%,” he added. 


Public Relations 
Award for NLMA 


National recognition for out- 
standing public relations achieve- 
ment has been given the public 
relations program of the National 
Lumber Manufacturers Associa- 
tion. 

The American Public Relations 
Association has awarded the 
NLMA a Certificate of Outstand- 
ing Achievement for its 1953 pub- 
lic relations program. 

The high honor accorded the 
public relations activities of the 
National Lumber Manufacturers 
Association was achieved in na- 
tional competition with the public 
relations programs of more than 
40 other associations. Fourteen 
other classifications were similarly 
judged. 
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BUILDERS started work on 73,000 new non- 
farm dwelling units in February. This was 
7,000 more than they started in January, but 
fell 6,200 under a year earlier. Starts in the 
first two months of this year were 8%, below 
the like 1953 period. 


Add-a-Room Month 
Scheduled for May 


National magazines with a com- 
bined circulation of over 50 mil- 
lion are giving editorial emphasis 
to the 1954 Add-a-Room promotion 
sponsored by the Gypsum Associa- 
tion. 

Opening the publicity campaign, 
McCall’s magazine published an 
eight page add-a-room section in 
its January issue. This was fol- 
lowed by a two-page spread in the 
March 28 issue of American Week- 
ly on how to add a room on a 
minimum budget. Most of the 
magazine features, however, are 
scheduled to appear during the 
spring and summer months when 
the campaign will reach its climax. 

National newspaper syndicates 
and individual newspapers 
throughout the country have been 
supplied with editorial material to 
be used in developing special add- 
a-room sections or supplements 
which are to be published some 
time during the month of May. In 
addition, radio and TV networks, 
stations and programs all over the 
country have been supplied with 
add-a-room spot announcements 
and scripts to be used throughout 
the month. 


See Grade-Marked 
Lumber for Canada 


A campaign to have lumber 
stamped to improve the quality 
received by dealers and bought by 
builders and architects is pro- 
gressing to the point where within 
one year all lumber may be grade 
marked, the Ontario Retail Lum- 
ber Dealers’ Association were in- 


formed recently at Toronto. 

The effort was undertaken by 
the Ontario association in co- 
operation with a similar organiza- 
tion in Quebec Province and the 
national organization. Develop- 
ments for cooperation of manu- 
facturers and the government were 
described to the annual convention 
of the Ontario association by its 
president, Charles Griffin, 

The move is supported by the 
National Research Council, Mort- 
gage and Housing Corp. and other 
government agencies. At present 
there is no control over the quality 
of lumber. 

The association elected M. H. 
Armstrong of Burlington, Ont., as 
president for 1954. Other officers 
are vice-presidents: Frank Fraser, 
Windsor, and Colin Clarke, Ot- 
tawa. 


Lumbermen Fight 
U.S. Forest Service 


Western lumbermen have 
pressed their complaint to Con- 
gress that forest policies of gov- 
ernment agencies are forcing them 
out of business. 

Dean Stowell, assistant manager 
of the Meadow Valley Lumber Co., 
Quincy, Cal., told a House Public 
Lands subcommittee in Washing- 
ton that many western operators 
were entirely dependent upon fed- 
eral timber. 

He said he felt the Forest Serv- 
ice should recognize this depend- 
ence and its contribution to the 
forest program “instead of trying 
to force us out of business through 
pricing policies.” 

J. A. Manter, president, Wild- 
wood Lumber Co., Red Bluff, Cal., 
told the committee that Forest 
Service timber appraisals, which 
determine the minimum bid ac- 
cepted for the timber, are usually 
“at a higher value than we can 
get” for the finished product. 


Woodwork Producers 
Elect Gibson President 


L. L. Gibson, Long-Bell Lumber 
Company, Kansas City, was elected 
president of the » 

National Wood- 
work Manufac- 
turers Associa- 
tion at the 
annual meeting 
held recently in 
Chicago. 

New directors 
include George M. Curtis, Curtis 
Companies Inc., Clinton, Iowa, 
K. N. Bergsbaken, Northern Sash 
& Door Co., Hawkins, Wis., and 
A. C. Moss, Keystone Frame and 
Manufacturing Co., Spokane. 

The summer meeting of the as- 
sociation will be held August 38-5 
in San Francisco. 
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SITE OF NRLDA SHOW set for October is the huge Kingsbridge Armory in 


New York. 


NRLDA Plans Show for Homeowners 


Merchandising forums also planned 
for dealers at huge exposition to be 
held at New York City in October. 
Expect 250,000 consumers and 10,000 
dealers and home builders at show. 


“Better Homes for a _ Better 
America” will be the theme of a 
nine-day exposition sponsored by 
the National Retail Lumber Deal- 
ers Association to be held October 
2-10 inclusive, at the Kingsbridge 
Armory in New York City. 

The show will be planned to ap- 
peal to both homeowners and re- 
tail lumber and building material 
dealers. It will feature action-type 
exhibits of building materials, a 
model lymber yard and a materials 
handling demonstration. Dealers 
will be offered a series of forums 
on the latest merchandising and 
distribution trends. 

Huge crowd anticipated. NRLDA 
executives believe the exposition 
will draw over 250,000 homeown- 
ers and at least 10,000 dealers and 
their contractor customers. The 
accessibility of the Kingsbridge 
Armory to New Jersey, Long 
Island and all New York boroughs 
is expected to encourage top at- 
tendance. 

The armory will accommodate 
375 exhibits by manufacturers of 
building materials and adequate 
additional space for educational 
displays of general interest to the 
public. 


The model lumber yard to be 
erected and shown at the exposi- 
tion will demonstrate the layout 
and display techniques of today’s 
modern yards. It will feature the 
products of manufacturers whose 
materials are on display in the 
action exhibits. Store display and 
layout will be changed frequently 
tc demonstrate good merchandis- 
ing. 

Plan dealer forums. The forums 
on merchandising and distribution 
for dealers will run concurrently 
with the exposition. Outstanding 
authorities will analyze new devel- 
opments in marketing that affect 
retailer profits. 


Continuous demonstrations, 
Hundreds of manufacturers are 
expected to stage practical how-to- 
do-it demonstrations on every day 
of the show. Homeowners, dealers 
and contractors will see the best 
way to tape gypsum board, install 
paneling, lay floors and apply ceil- 
ing tileboard. NRLDA officials say 
that this phase of the exposition 
will be the most complete ever 
staged anywhere. 

While plans are still not com- 
plete the exposition will also in- 
clude a demonstration of the new 
Lu-Re-Co panel system for new 
home construction, a special ex- 
hibit stressing outdoor living, a 
flower arrangement display and a 
model home contest for school 
children. 





Do-It-Yourself Section 
in Mail Order Catalog 


The largest anniversary sale 
catalog ever published by Spiegel, 
Inc., Chicago, goes into the mail 
this week featuring a new do-it- 
yourself section. 

The spring-summer sale catalog 
—-with prices good until August 15 
—has 212 pages, compared with 
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196 pages in the largest corre- 
sponding sale book put out by the 
mail order firm in past years. 

Do-it-yourself merchandise, 
keyed to a rapidly growing retail 
trend, ranges from auto acces- 
sories to wall coverings. Many of 
the items have been included in 
past Spiegel books, but previously 
they have not been grouped into 
a special section. 


Builders Urging 
Lower Down Payments 


R. G. “Dick” Hughes, president, 
Nationa! Association of Home 
Builders, has urged Congress to 
rewrite its pending housing bill 
and authorize lower down pay- 
ments immediately on government- 
insured home mortgages. 

The NAHB president suggested 
rewriting some sections of the bill 
dealing with the financing of hous- 
ing in order to make the legislation 
workable. He recommended a num- 
ber of amendments, including: 

1. Minimum down payments on 
home mortgages insured by the 
Federal Housing Administration 
should be lower than both the pres- 
ent requirements and the mini- 
mums proposed in the administra- 
tion bill. For example, Hughes 
proposed a down payment of $1,100 
including costs of about $400 on a 
$12,000 mortgage, compared with 
$2,400 plus an estimated $400 in 
closing costs as now required and 
$1,400 plus $400 costs as recom- 
mended in the bill. 

2. Lower down payments and 
the 80-year maximum mortgage 
period (instead of 25 years as at 
present) should become effective 
immediately on enactment of the 
bill instead of being left to the 
President’s discretion as proposed 
by the administration. 

3. Broaden the application of 
the proposed new “Section 221” for 
low-cost housing so that it can be 
provided for low-income families 
and minority groups instead of be- 
ing limited solely to families who 
have to be relocated because of 
slum clearance, redevelopment or 
other public projects, as proposed 
in the bill. The maximum loan on 
such homes also should be raised 
from $7,000 to $7,600 and to $8,600 
in high-cost areas. 


National Home Week 
September 19-26 


National Home Week will be 
celebrated coast-to-coast Septem- 
ber 19-26 inclusive, the National 
Association of Home Builders an- 
nounced this week. 

Plans call for several thousand 
display homes in all principal 
cities. In many communities this 
will take the form of a “Parade of 
Homes”—an entire street of ex- 
hibit houses. 

Air conditioned homes are ex- 
pected to play a prominent part in 
the week. Other new ideas that 
will be stressed in the exhibit 
houses will be better lighting, 
more window areas, “open plan- 
ning” and indoor-outdoor living. 
TV and radio shows are planned; 
Hollywood stars will take part, 
and mayors and governors will 
lead their cities and states in shar- 
ing in the observance. 
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Now FLOORING becomes a profitable Self-Seller! 
EVERYTHING IS PROVIDED— 


4 Easel for selection of VINYL°TILE 
colors 


4 Handy Self-Installation Kits—every 
tool that is needed! 


* Complete “How-To-Install” Instruc- 
tions—including floor-planning 
graph! 

* Adhesives in handy cans (tools and 


adhesives can be used for both 
vinyl and rubber flooring!) 


* Literature and Merchandise Aids 


oe Convenient, Packaged Flooring! 


GOODYEAR ANNOUNCES 


NEW COMPLETE PROGRAM 


FOR DO-IT-YOURSELF TRADE! 


AMOUS VINYL’TILE AND ROLLs for OveR-THE-COUNTER SALES—one of the 
most favored and best-known materials for floors, walls and counter tops— 
is now available in a packaged plan for the building materials retailer! 


In a minimum of space, Goodyear provides an eye-catching display—everything 


needed by the contractor, remodeler or home owner to install Goodyear 
VinyLTILe. 


GooDy EAR Vinyl Tike 


FLOORS, WALLS, COUNTER TOPS —/N TILES AND 45-=WIDE ROLLS 


WRITE FOR COMPLETE DETAILS GOODYEAR, FLOORING, Dept. P-8322, Akron 16, Ohio 


Piease send me catalog S-8315 and full information on the 
Goodyear Flooring “One-Counter, Setr-Seuine” PLAN: 


Address 


We think you'll like “THE GREATEST STORY EVER TOLD” ~ every Sunday ~ ABC Radio Network THE GOODYEAR TELEVISION PLAYHOUSE—every other Sundoy—NBC TV Network 
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MOUNTAIN-GROWN 


GKWIO®© 
Tempered On FLOORING 


Add... Nalue and Sales Appeal 
Subtracts... From The Cost! 


Mr. Material Dealer — if you want to build goodwill F 
with a profit for yourself, stock Lockwood Flooring SO/ r 


CONTRACTORS WHO USE LOCKWOOD 
OAK FLOORING BUILD AND SELL 3 
MORE HOMES. THEY INCREASE 

THEIR VOLUME AT YOUR YARD! 








| 2. , .% “11: 
Wh u/ Because Lockwood's precision-milling, soft texture and other features, 


such as nail-groove, save up to in laying and finishing costs. And the beauty 
of Lockwood Oak Flooring helps sell homes on sight! 


And remember: TRANSPORTATION IS DIRECT TO THE 
DEALER—CHEAPER TO THE DEALER—within trucking 
area, via CLOUD’S OWN GIANT VANS! All shipments arrive 
in perfect condition, no worry with broken bundles. 


Pabetitiee | 


There's a grade priced for every need, each produced in accord- 
ance with NOFMA standards. 


Descriptive literature free upon request. Or, write or phone us 
for a quotation on your requirements. 


at || CLOUD OAK FLOORING COMPANY 


QUALITY OAK FLOORING SINCE 1926 SPRINGFIELD, MISSOURI 
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Report from 


Washington, April 16 


Washington at the moment is full 
of Congressional cramps. 

The President took his sharpest 
legislative reverse, up to this time, 
when the House decided by a vote 
of 211 to 176 that it wanted no part 
of the proposal to build 140,000 
public housing units during the 
next four years. 

The House also threw out a pro- 
vision that would have allowed the 
President some new powers in re- 
adjusting interest rates and other 
terms of FHA and GI loans, if such 
changes were needed, to offset infla- 
tion threats or business declines. 

Still another provision was one 
the press gallery didn’t expect. If 
the bill becomes law, as it probably 
will, every person who buys or rents 
housing that’s financed with gov- 
ernment funds, or covered by FHA 
or GI mortgages, must sign a cer- 
tificate stating that he is not a 
member of any organization on the 
attorney general’s subversive list. 


Public Housing Fight 


After making such adjustments 
as these, the House passed the com- 
plicated administration bill and sent 
it over to the Senate. Well, the Sen- 
ate is known to be more kindly dis- 
posed toward public housing than is 
the House of Representatives; and 
there will be efforts in the north 
wing of the Capitol to restore all or 
part of the administration’s public 
housing proposals. Veteran polit- 
ical reporters say the opponents of 
p. h. among the Representatives are 
tough boys; and if the Senate puts 
the thing back into the bill, the 
conference committee is pretty sure 
to oblige with some real pyrotech- 
nics. 

Congressional opposition to the 
President’s program appears almost 
entirely in public housing. Aside 
from that, both Houses of Congress 
are in the main ready to go along 
with the White House. As the law 
stands at present, the p. h. program 
that was set going in 1949 will come 
to the end of its run on Jure 30, of 
next year. Between now and that 
time the 35,000 public housing units 
already authorized and under con- 
tract are supposed to be completed. 

Just for the record: The bill as 
passed by the House of Representa- 
tives would put existing houses— 
those that are old and used—on the 
same basis as new houses for gov- 
ernment insurance. It would au- 
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thorize the insurance of open-end 
mortgages; and it would expand the 
present authority for slum clear- 
ance and city area renewal, under 
plans to be approved by the housing 
commissioner. It also provides a 
new and a more limited market or- 
ganization for handling mortgages; 
a substitute for Fannie Mae. The 
purpose is that this secondary mar- 
ket will eventually be taken over by 
private capital. 


T-H Law Troubles 


Taft-Hartley revision, at this 
writing, is more or less in difficulty. 
The House Labor Committee seems 
determined to write a tough bill; 
one going beyond the President’s 
requests. As of now, the committee 
is in favor of a provision requiring 
a labor union to hold a secret, gov- 
ernment-arranged vote before call- 
ing a strike. The vote must be held 
before the strike is called; and the 
strike may not be called unless a 
majority of the union’s eligible 
members vote in favor of it. That’s 
the way the committee sees it now. 

Union leaders definitely can’t care 
for these ideas. A majority of 
eligible members, so the leaders say, 
would mean that a member who 
didn’t vote at all, no matter what 
his reason, would be in effect voting 
against the strike. They hold also 
that a government-conducted vote 
is an unjustified and more or less 
coercive interference in union af- 
fairs. 

A good many other controversial 
proposals; so that the hearing 
rather sounds like something with 
its tail under a rocker. Or words 
to that effect. Rumor is that an 
old Wagner Act socker is getting 
dredged up. If a business man ever 
has been hauled up, even 10 years 
ago, on some charge of unfair labor 
practice, the old citation can be in- 
troduced into a current hearing as 
evidence that he has a record for 
being off-color in labor relations. 
Taft-Hartley threw that old crock 
out. But, according to the grape- 
vine, here it is again! 


Chance for Revisions 


During the past months there 
have been many stories to the effect 
that there'll be no revision of Taft- 
Hartley at this session. Propa- 
ganda, so some men in the know are 
saying, intended as a soothing dose 
to keep business men assured—and 
disarmed. True enough, the fight 
on the Hill is a bitter one; and it 


WASHINGTON 


is of course possible that conflicting 
House and Senate bills might bog 
down in conference and get sent to 
storage. Informed news hands say 
it’s possible; but not probable. 

The Administration promised re- 
vision of T-H, and there’s an elec- 
tion coming up; and, no matter how 
much disagreement, Congressmen 
will want something to show the 
voters. So it’s considered better 
than an even bet that a revision of 
some kind will get through Con- 
gress. At the moment, prospects in 
the House are for something the 
President would want to dilute. So 
keep an eye on it. If House and 
Senate versions get to conference, 
you MAY want to blow the whistle. 

Another hot kettle of legislative 
soap is the tax stuff. Of course the 
excise revision is now history; like 
it or lump it. But those other pos- 
sibly pending tax cuts are going to 
huddle in the deep freeze until, say, 
June or so. Down Town wants to 
see what the national economy does 
on the big chart. But Congress is 
getting ants in its pants. Members 
just don’t want to wait too long to 
see if national business is going to 
up-chuck. Sure enough, most Wash- 
ington specialists in economic gas- 
troenterology (that word will be six 
bits) are pretty sure the patient 
will be making out all right by mid- 
summer. They hope. However, they 
don’t talk so much sweet talk these 
days about mere inventory adjust- 
ments. That’s a little mild. But 
Uncle is still spending a lot on de- 
fense; even if not as much as he did. 
Home building is running high. 
And customers do pretty well by the 
retail markets. 


Congressional Fear 


The Congressional fear is that if 
Uncle’s markets should come down, 
it might be a little late for the new 
suspenders to do their appointed 
stuff. The Hill thinks the correct 
appliance would be individual in- 
come cuts. But that’s pretty slow 
stuff. It would cost Uncle a lot of 
lost revenue mazuma in the course 
of a year. But Joe and Jane Doaks 
would cet it a buck or two at a time 
through reduced withholding taxes; 
and it might not make much differ- 
ence in what they’d buy in the 
stores. But if the reduction in ex- 
cises taxes should speed up sales in 
a marked manner, Congress might 
cut a couple of inches more off their 
assorted tails. 


R. Y. Kerr 
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Finest 
made 
by the 
finest 
name 
in 


hardware 


A hu 


DM OYINORIC {/ 
y} LOVKSE 


A GENERAL PURPOSE LOCK MEETING FEDERAL SPECIFICATIONS TYPE 160 
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CLASSIC with 


NEWPORT 
NASSA’ 


escutcheon 
U with 
CONSTELLATION 
escutcheon 















TROY with 
MADISON 
escutcheon 












No other lock gives you 
so many new knobs 
and new escutcheon 

combinations 


illustrated are only 10 dramatic 
woe variations of designs and finishes 


escutcheon 











TROY with 
NORFOLK 















Hardware and lumberyard dealers who eeeuteneen 
{ want to offer a lock that looks like a million 
; and costs practically peanuts will make 
room on their counters for this new Yale 
5300 cylindrical lock. 
Naturally, it has all of the world-famous 
Yale security. But its claim to special dis- ’ } 
tinction is its striking beauty. Dramatic 
LITCHFIELD with : 
SAVOY new escutcheons in brass, bronze or 
| aluminum that combine with any of the anne 
new Yale knobs, handle sets or lever han- WILLIAMSBURG 
dies and make it possible for you to offer er. 
your customers —with only a few numbers 
in stock — dozens and dozens of different 
combinations of designs and finishes. 
There’s a bandwagon trend to Yale. For 
Yale has taken its age-old locked-for-keeps 
security and hitched it to a fashion star. 
Result—a tidal wave of acclaim and orders. 
Cail your distributor today. 














LITCHFIELD with Now you can offer Yale residential hardware CLASSIC with 
—— for all classes of construction, ADISON 













escutcheon 











Eight new escutcheons that combine with four new knobs... 
two new entrance handles...two new lever handles 


Moderately priced... Precision engineered...Yale security 











Litchfield 








Westbrook 


YALE REGISTERED U.S. PATENT OFFICE YA LE R I OW N 4 
YALE & TOWNE MFG. CO.—LOCK AND HARDWARE DiV.— STAMFORD, CONNECTICUT 
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Here’s something NEW in house paint 





F,. ACME 
QUALITY” 


rege 5 
varnish 


KIND) 





FORMULATED especially for repainting ex- 
terior surfaces where old paint is in good 
condition. Spreads easily, needs no thinning. 
Features excellent hiding power, beauty, 
durability. Order Acme Quality One Coat 
Outside White now from your jobber. 
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A paint home owners have long demanded! 
A sure-fire, volume-sales item for you 
because it lets your customers SAVE... 
> TIME (takes 2 the time of two coats) 
> WORK (just 2 the work of two coats) 


> MONEY ('4 the price of two coats) 
Tops in beauty, protection and quality, too. Order, 
stock and sell Acme One Coat Outside White House 


Paint. Available through your regular supplier in 
five-gallon cans, gallons and quarts. 


ACME QUALITY PAINTS, INC. 


DETROIT 11, MICHIGAN 


Makers of Acme Quality Paints, Fashion-Right, Super Kem-Tone, Kem-Tone, Kem-Glo and Insecticides 
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Big Show is a Big Challenge 





Lumber dealers, working under the banner of the National Retail 
Lumber Dealers Association, will sponsor a national exposition in New 
York City, October 2-10. (See details on page 10). 


Exhibits of building materials, how-to-do-it demonstrations, an opera- 
tive model lumber yard and the “Home of 1955” 
expected to draw a crowd of 250,000. 


are some of the features 


We congratulate NRLDA’s board of directors for their courage and 
foresight in voting a show of this magnitude. It is the biggest single 
project ever sponsored by the retail lumber industry. 


The prefab industry and the National Association of Home Builders 
have basked in favorable nationwide publicity for a long time. Good 
public relations in the retail lumber industry has been restricted almost 
exclusively to the local level. 


So the coming exposition offers a big opportunity to show and tell 
the public how the retail lumber dealer can supply the vital products and 
services it can secure efficiently nowhere else. 


But the big opportunity is also a big challenge—a challenge to every 
forward-looking dealer in the industry. Every dealer can benefit, if he 
not only talks up the show to his customers, but attends himself, if 
possible. 


The importance of this event must be realized by dealers in Pampa, 
Tex. and Portland, Me., as well as New York City and San Francisco. 
The success of the show can give each individual dealer, as well as the 
industry, added prestige. It can help move the industry from the wrong 
side of the tracks, publicity-wise, to Main Street, where it 
and heard. 


‘an be seen 


Needless to say, the success of the show will largely depend on smart 
management. This means top-notch publicity, nationally, as well as 
locally; not only attractive exhibits that the public won’t want to miss, 
but a program of compelling interest to every dealer. One feature will 
be a dealer Forum on Merchandising and Distribution. 


The big show is certainly a big challenge, a challenge that should be 
shared by every dealer in the country for his own good and the industry’s. 


You Are Guiding Our Editorial Program 





Beginning in January, we in- Before the end of 1954 


augurated a survey of our readers 
to assist the editorial staff in plan- 
ning a magazine closely geared to 
your immediate problems. We are 
now mailing hundreds of survey 
cards each week, offering our read- 
ers an opportunity to suggest the 
editorial features they consider 
most helpful and pertinent. 
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every 
reader will be asked to express his 
personal opinion. Cooperation from 
retailers surveyed to date has beer’ 
both enthusiastic and helpful. The 
suggestions received are already re- 
flected in the pages of the magazine. 
And, as the survey continues, Amer- 
ican Lumberman will be in a unique 


position to give its readers exactly 
what they ask for. 

As a reader, you will eventually 
receive a request for your rating of 
the subjects you feel are worth- 
while. But, if you feel that growing 
competition has posed problems that 
require immediate answers in the 
magazine, please send us your sug- 
gestion right now. 


—The Editors 
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“NATIONALLY ADVERTISED BRAND” 





Youngstown Kitchens 
IXL Kitchens 
Vremier Furnaces 
Thermodor Units 


How to Lay floor tile 


rt Koof Shingles Ilew to apply Martlite 
ha Siding Shingles How to Naugatop 
; Insulated Siding Counter Tops 
Insulation Allex Aluminum Siding 
Kenotite Structaral Glass Drywall Construction 
Novaply -Weldwood Plywood Sanh 
Aluminum Combination Doors Weather Strips 
Aluminum Combination Windows Power Tools 
Aluminum Car Ports lay Blocks 
Ripplewood Paneling Roofing Cement 


Hiow to install stiding Door Harware and many more 
We will build « garage in our yard at 220 East Jeferson Hivd. 
- ORCHIDS TO THE LADIES - 
~ BALLOONS TO THE CHILDREN - 
REFRESHMENTS 


- BOAT ANCHORS TO FISHERMEN - 
~ FREE PRIZES - 


3 Free Parking Lots adjacent to our store 
ATTENDANTS ON DUTY 


corner on Carroll to parking lots 
WE INVITE YOU, AT OUR EXPENSE, DOWT FORGET THE TIME: 
Sunday, March 1ith—11:00 A. M. to 6:00 P. M. 
Monday, March 15-— 8:00 A. M. to 8:30 P. M. 
MEN—BRING YOUR WIVES AND A ee 


LADIES—BRING YOUR HUSBA 
CHILDREN—BRIN GC YOUR PARENTS 


You Will All Enjoy Our “DO IT YOURSELF SHOW” 








BELLEVILLE LUMBER & SUPPLY COMPANY 
2S Anniversary “OPEN HOUSE” and our Feature Show 


ON SUNDAY, MAR. 14 AND MONDAY, MAR. 15 A GALA EVENT 


Displaying ~ Demonstrating - “HOW TO DO IT YOURSELF” 


If you wish, pull up in front of 220 East Jefferson, unload your passengers, drive around the 






2... Crowds .. : 


Ms 











1... Sound Advertising Brings... | 


9,000 Jam Belleville’s Do-It-Yourself Show | 


Read how an Indiana dealer pro- 
moted a successful show by smart promotion 
and preliminary planning. 


Typically midwestern South Bend, Ind. (pop. 115,- 
000), was a peaceful, practically trafficless community 
that snowy Sunday afternoon in March until you turned 
your car down Jefferson street and saw a block-long 
line of people four-abreast marching into the Belleville 
Lumber and Supply Company. Store signs explained 
the reason for the big crowd: a combination do-it-your- 
self show and 25th anniversary open house. 

“We optimistically predicted only 4,000 people,” 
smiled Paul D. Hass, secretary, “and here it is only 
3:30 p.m., the first day, and we've given out 5,000 soft 
drinks.” 

Bulging at the séams is the only way to describe the 
two-floor interior of the Belleville structure. Aisles 
were packed with do-it-yourself families loaded with 
literature. The spaces around the 33 manufacturers’ 
exhibit booths were even more crowded. 

One salesman sold a $335 power lawn mower on the 
spot and about 100 others were busy picking up hun- 
dreds of leads for the firm’s building products depart- 
ment and for their sales “packages” of garages, attic 
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rooms, car ports and recreation rooms. 

“When we first started organizing for the show most 
of the manufacturers supply houses were ‘cold potatoes’ 
on the idea of participating in a private dealer’s do-it- 
yourself exhibition,” remarked Hass. “But, after 9,000 
people went through here in two days—all of the repre- ' 
sentatives profusely thanked us for the privilege of 
participating.” 

In addition to the retail building materials outlet, 
the firm has companion enterprises in real estate, resi- 
dential and commercial construction, ready-mix con- 
crete and plumbing and heating. 

“Not only will we realize sales of building materials 
for months from our show, but it also gives us excellent 
public relations benefits and advertising for our com- 
panion businesses,” commented Hass. 

Hass attributes the big success of the show to the 
excellent exhibits and preliminary planning, advertis- 
ing and promotion. 


I—Features of the Show 


A—EXHIBITS AND DEMONSTRATIONS: 


Thirty-three manufacturers representatives manned 
separate 8’ x 8’ booths, gave away literature, offered ad- 
vice and recorded names and addresses of job leads. 
Each salesman wore a carpenter’s apron imprinted with 
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a 25th anniversary message. Each visitor received a 
large literature envelope containing a mimeographed 
check list that visitors could fill out and hand to sales- 
men if they wanted additional product information or 
application facts. 

B—BUILDING THE GARAGE: A three-man crew 
built a garage adjoining the showroom to promote sales 
leads. Progress pictures of the garage were taken every 
20 minutes to be used in later advertising. 

C—DOOR PRIZES: Eighteen door prizes—do- 
nated by manufacturers —included hammers, lawn 
brooms, enough insulation for a complete house, models 
of kitchen cabinets, etc. Each exhibit booth had a large 
number taped to the floor. At intervals, the public ad- 
dress system announced: “Whoever is standing on or 
near booth number ——— remain right there because 
you’ve won the door prize connected with that exhibit.” 

D—CONCRETE BOAT ANCHORS: One of the 
firm’s transit-mix concrete trucks in the yard kept a 
mortar box filled with fresh cement. One-gallon cans 
were filled with concrete for people who wanted a free 
row-boat anchor. Visitors had been asked to bring 
their own cans, but the firm had 300 on hand just in 
case—and all were distributed. 

E—FREE FAVORS: Free baby orchids were given 
to the ladies; the kids got free balloons; the men got 
free yardsticks; and everybody got free soft drinks, 
cookies and seed packages while they lasted. 

F—PARKING FACILITIES: Signs, yard employes 
and police directed traffic in and out of the firm’s three 
parking lots and the three lots that were borrowed for 
the show. 

G—FIRST AID STATION: Two firemen were 
hired to man a first aid station; the only casualty was 
a little girl who had her hand slightly burned by a 
cigarette. Two policemen were retained for inside duty. 


II—Planning, Advertising, Promotion 


A—PLANNING: Russell Eiler, manager of the 
home improvement department and show director 
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LARGE NUMBERS OF WOMEN were attracted to the 
demonstrations. The management gave free orchids to the 
ladies, balloons to the children and boat anchors to the 
fishermen. 


GARAGE-BUILDING demonstration was the source of hun- 
dreds of good leads. 


chose committee chairmen from the firm’s department 
heads. The 14 committees included: parking; lumber 
displays; first-aid; policing; refreshments; garage 
building, ete. 

Planning with manufacturers started six weeks be- 
fore the show. Exhibitors started setting up their 
booths on Friday. Hours for the show were: Sunday, 
11 a.m. to 5:30; Monday, 7 a.m. to 9 p.m. About 7,000 
persons attended Sunday. The firm did not turn any- 
one away, but after 5:30 on Sunday a policeman politely 
told all who entered that the building must be cleared 
in a half hour. The crowd finally cleared the building 
about 6:30 p.m. 

B—ADVERTISING: Teaser ads announcing the 
show started appearing in the daily paper a week be- 
fore the event. Other ads were carried in the Polish 
and Hungarian press, a county newspaper and a union 
paper at the Studebaker plant. Radio announcements 
were used for six days in a row prior to the show. 

On Sunday, first day of the show, a three-full page 
spread ballyhooed the event. Two of the pages were 
paid for by manufacturers and the other page was paid 
for by Belleville. 

C—PROMOTION: Newspaper ads were supple- 
mented with news stories and pictures which described 
the firm’s history and merchandising techniques. Spe- 
cial mimeographed letters of invitation went to %00 
business houses; various professional groups like doc- 
tors and lawyers; and high school manual training 
classes which were invited to attend en masse on Mon- 
day. Handbills announcing the show were distributed 
in residential areas. A huge sign inviting everyone to 
the show was displayed across the front of the building. 

D—FOLLOW-UP: Eiler points out that the suc- 
cessful show will be closely followed with newspaper 
ads, direct mail and radio publicity in order to maintain 
a high level of interest in do-it-yourself sales and the 
firm’s package services. 
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AGAIN... 
T’S MACK 
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Complete figures for 1953, compiled by the Automobile 
Manufacturers Association, show that Mack leads all other 
manufacturers in sales of diesel-powered trucks and tractors. 






There must be reasons—and there are! Unparalleled 
fuel economy and reliability of the Mack Thermodyne® Diesel 
engine—as revealed kt-y the truly amazing in-service 

records attested to by important operators all over the 
country ... Plus acceptance of the Mack line of heavy-duty 
trucks, the only completely new line of trucks 

introduced since World War II. 


That’s why, more and more, the swing is to Mack diesels— 
for the big savings they give in more miles per gallon, 
less down-time and stand-out performance. 


Let us refer you to users of the Mack Thermodyne Diesel 
whose operating conditions are similar to your own. 


IN DIESEL TRUCK SALES 


what Mack Diesels 


are doing for other 










operators...large and 


small...they can do for you 


Mack Trucks, Empire State Building, New York 1, N. Y. 
Factory branches and distributors in all principal cities for 
service and parts. In Conada: Mack Trucks of Canada, Ltd. 
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Sell more paint 


with this 


NOW, for the first time, you can use 
the prestige and authority of the nation’s 
leading home decoration editors to help 
build your paint sales. It’s just like having a 
famous magazine editor at your elbow! 


Each of the exciting bedrooms shown in the 
portfolio is printed in sparkling natural color 
and each editor has written her reasons for 
selecting and combining the colors used. 
But—most important for you—every color 
in each room is color-keyed so you can match 
it easily and exactly. Here’s a selling tool that 
helps you stir your prospect’s imagination 
and desire for fresh color, and draws on the 
experience of famous magazine editors to 
button up extra paint sales for you. 


The Portfolio of Colorful Bedrooms is 
available in two editions—one, for use by 
painting contractors, shown above, and the 
other an edition for Week-End Decorators 
who prefer to do their own painting. Con- 
ceived aid developed by Archer-Daniels- 
Midland, this great new paint-selling idea 
is being made available to all paint manu- 
facturers in the interest of increasing the 
consumption ef paint, and is being featured 
in national magazine ads. 


Here’s a sure-fire way to get extra paint 
sales—earn extra paint profits! 


Check your own paint supplier today for a 
supply of these first-of-their-kind sales helps. 


Sa painting and 101 handy \ 


home uses... 101 sales 


opportunities every 
day in the year! 


ARCHER - DANIELS: MIDLAND COMPANY - 600 ROANOKE BLDG., MINNEAPOLIS, MINN. 
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Coming your way is a tremendous avalanche of advertising on 
the amazing new Berry “Do-It-Yourself” Garage Door—the first 
door ever manufactured specifically for sale through lumber 
dealers. The Berry Door can be installed quickly by anyone. 
It does not require a specialist or special tools. With this Berry 
Door you can now re-capture the profitable garage door busi- 
ness that you've lost because garage door installations have been 
so complicated. So start today to sell Berry Garage Doors and 
cash in on our huge advertising program. For name of nearest 
jobber, complete price list, and full details, just fill out and 
mail the postage paid card at the bottom of this ad. 


IR 
DO iT NOW! 


Recapture your profit- 
able garage door busi- 
ness with this new, easy to 
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“WE INSTALL THIS BERRY DOOR 
IN LESS THAN 30 MINUTES” 
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install Berry Door! Turn page 













» 





You bet | want to recapture my garage door installa- 
tion business and help my building customers cut their 
garage door installation costs as much as 75%. Please 
rush me the rame of my nearest jobber, price list and 
full details on the new “Do-It-Yourself” Berry Garage Door. 
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These two girls, Virginia Mansfield Firm Nome____ 
and Maxine Geiger, are used at var- 
ious building shows to dramatically 
demonstrate how simple it is to install City 
this new Berry Door. 





Street Address... weer ee 


10 ee ea 


STEP 1: Virginia Mansfield and Maxine 


‘ae 


Soniwrd - : Se saat Geiger begin installation of the new Berry 
WITH THIS NEW BERRY DOOR YOU CAN RE- ee ee ee 


clock. 
CAPTURE YOUR PROFITABLE GARAGE DOOR 
BUSINESS BECAUSE — ANYONE CAN INSTALL seamen . — 
THIS DOOR EASILY. IT DOES NOT REQUIRE 7 & 
A SPECIALIST OR SPECIAL TOOLS. 


WIN NEW BUILDER CUSTOMERS 


This new Berry Door will help builders cut their garage door 
installation costs as much as 75%. This is a terrific sales 
feature that will help you get new builder customers. 








STEP 2: Virginia and Maxine have placed 
HERE'S WHY THIS NEW BERRY GARAGE DOOR IS BETTER 


the door in opening and are attaching a 
THAN ANY OTHER WOOD OR METAL GARAGE DOOR — factory assembled hardware section to 
Regardless of Make or Price! each side of the door. 


WATCH THE CLOCK 





WMOOERN GARAGE THEMEWSERRY GARAGE GARAGE GARAGE 
boon FEATURES GARAGE DOOR BO0R“ A" DOORS” DOOR“ C” 
SOUND DEADENERS Yes NO NO NO 
DIAGONAL GRID DESIGN ves NO NO NO 
STABILIZING ARMS yes NO NO NO 
FACTORY ASSEMBLED 
HARD WARE ves NO NO NO 
PREEZE-PROOF BOTTOM 
WEATHER SEAL yes NO NO NO 
ADJUSTABLE TRACK HANGER yes NO NO NO 
AUXIIARY UFTING ARM ves NO NO NO 
FACTORY PAINTED ves NO [Optional] NO 
RUST-PROOFED WITH 
BONDERITE TREATED STEEL NO NO NO 


NYLON ROLLERS YES NO NO 
STEEL jeTele):4 ee) ite) se varel. STEP 3: The girls are attaching track to 
garage joist. This step is made easy be- 
= cause tracks are hinged to hardware sec- 
MAIL THIS CARD NOW! tions and adjustable track hangers may 
be secured to any joist which crosses rear 


third of track. 


FIRST CLASS WATCH THE CLOCK 
Permit No, 362 ee rm = 


Sec. 34.9 PLER a6 Zz 


Pontiac, Mich. 







































































BUSINESS REPLY CARD 


NO POSTAGE STAMP NECESSARY IF MAILED IN THE UNITED STATES 











POSTAGE WILL BE PAID BY 


STEEL DOOR CORPORATION 
359 S. Jessie Street 
Pontiac, Michigan 








STEP 4: Garage door is installed and 
ready to operate. Complete installation 
has taken less than 15 minutes—all done 
by two girls! 


World's largest manufacturer of one piece metal garage doors 








New, Weekly Budget Plan 
Spurs Consumer Sales 


Wisconsin dealer develops successful 
weekly budget plan to meet competition 
from appliance stores, mail order houses. It 
has boosted sales, converted many open 
accounts to interest paying business. 


Something new in budget plans is being pioneered 
by the Lieber Lumber & Millwork Company, Neenah, 
Wis. Leiber’s have developed their own finance pro- 
gram that stresses weekly payments in all advertis- 
ing and other promotion. In less than two months 
the new plan is credited with $5,000 in added sales. 

Lieber’s began their new finance plan because re- 
tailers in other industries were featuring low weekly 
payment terms and attracting customers accustomed 
to buying in this manner. Another reason was a de- 
sire to make open accounts more profitable by charg- 
ing interest for the outstanding balance. 

In operation the budget plan is quite simple. A 
customer is offered the plan on all purchases from 
$10 to $250. A down payment, usually 15% but less 
on larger sales, is required. The purchaser signs a 
form that summarizes the terms for payments. 

Lieber’s are charging 6% interest on the balance 
outstanding after the down payment is deducted. The 
contract provides for a mechanics lien on the custom- 
er’s property in case payments are missed repeatedly. 
In operation the average budget contract has been 
for about $75 with payments on the average running 
six weeks. 

The new budget plan has distinct advantages. Lie- 
bers have found that customers pay more promptly 
when a definite date is stated for the payment. They 
are accustomed to paying payments for automobiles 
and appliances. The weekly payment feature also 
brings the customer into the store at regular inter- 
vals which offers a chance for additional sales. 

Customers to date have been remarkably prompt 
in making their payments. Only problem Leibers say, 
is to get their men behind the counter to push the 
plan when they talk to prospects. 


BUDGET PLAN 


De 
LIEBER LUMBER CO., Inc. 


3/28/54 


NAME George Engle 


PMPLOVER Mose Mfg. Co. 


ADDRESS 227h Ele Avenue 
appness 6th & Rosco Avenue 
References Robert Redland, First Netional Bank 





Neenah wo 


FOR VALUE RECEIVED, I the endersiqned. PROMISE TO PAY TO THE ORDER OF 


UEBER LUMBER COMPANY, tc, cm Often i Moonah, Wisc, 


with imcerew ot the rete of sin per coms per annum on all pam dur principal and/or interest, peysble im 
jomatiments of 6 Bhs? coche, on cee 10th doy of cock conmcwive week 


to te the amowss of the balence thee dee. with the pre iege of peying more thas ome ow all of vend 
Y ot thew dee dases berets wpeciied. provuded mich prepermest ow cree multiples of sand mipulesed monchly 


7 imaalionre: of this cone @ oct pend ot the came and place epecihed herem the roure emmose empesd thell be due 








FORMS for the budget plan are brief but explicit. One ref- 


erence is required. The interest rate of 6% is charged on 
the unpaid balance. The usual down payment is 15%. 


BuILDING Propucts MERCHANDISER 





build it in 
waste attic 
space for as 
little as 


Per Week 


Buy Ail Your Remodeling & Repair 
Materials on Lieber’s Convenient 


BUDGET PLAN! 


A Low Cost Solution To 
Crowded Living Problems! 


@ Add A Room 

@ Extra Bathroom 

@ Basement Recreation Room 
@ Extre Storage Wardrobes 


$900 


@ Enclose Your Breezeway 


‘The materials for af these Home Improvements. plus 
many other Improvements, ean be bought economi- 
cally on Lieber’s Easy Budget Pian. 

Ray ws little as... 





Ash for detalles ot any Lieber Tort 








NEWSPAPER advertising has been used to announce and 
promote the budget plan. In this ad Leibers have used 
ADservice illustrations from this magazine to show a typi- 
cal home improvement possible with a loan. 





REMODELING .. . REPAIRING? 


Buy your remodeling and repolring materials on Lieber’s convenient BUDGET PLAN. 
Here's a list of a few of the many iterns 
ot Liebers thot you con buy for as little $900 per 
O «6 week! 


Y CHECK YOUR NEEDS 


0 Knotty Pine Paneling ( Storm Sesh & Screens 
1D Coder Closet Lining 1) Combingtion Doors 
( Interior & Exterior Doors [ Sereen Doors 
Kitchen Cabinets [) Built-Ins 
Roofing () Asbestos Siding 
Insulated Siding ©) Fireplace Fixtures 
Medicine Cabinets ( Kitchen Fons 
Point C) Plywood 
Ceiling Tile ( Sheetrock 
Insulation (CD Bathroom & Kitchen Tile Boords 


Prefinished Hardwood Peneling [) Sun Sash for enclosing porches, 
Hordwood Flooring breezeways, etc. 


USE LIEBER’S EASY 


BUDGET PLAN 











WITH a checklist Leibers suggest scores of remodeling 
ideas that can be made with a budget loan. The $2 weekly 
payment is for a minimum purchase. 


25 








DRUG SUNDRIES DEPARTMENT is unusual featured display in Badger Lumber Company’s new store in Overland Park, 


Kans. Sign states: “For your convenience when shopping at Badger 


...+ prices as marked.” 


Would You Sell Drug Sundries in Your Store?...... 


Sales at Badger’s new Overland Park, Kans., store 
justify this unique display. Are such items too far removed 
from building materials? Can they be justified from a profit 
and customer-convenience standpoint? Write us your ideas 


on this controversial subject. 


How far should a retail lumber 
dealer go in selling items outside 
his principal field of building 
materials? 

Appliances? Plumbing and heat- 
ing goods? Housewares? You could 
make a list as long as your arm 
all items that retail lumber deal- 
ers are selling profitably some- 
where, 

Drug stores sell everything from 
coffee to wash cloths and mystery 
books. Does the retail lumber 
dealer want to go that far in diver- 
sifying his lines? 


This issue was just recently 


brought into focus again when the 


Badger Lumber Co. in Overland 
Park, Kans., opened one of the 
finest stores in the country. And 
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one of their smartest displays is 
an island of drug sundries! It’s lo- 
cated near the stairway leading to 
thesdownstairs store. 

What’s the idea? 

“We feel that this display will be 
successful as an impulse depart- 
ment,” explains A. T. Seaver, presi- 
dent of Badger, which operates 13 
yards. “Our sales to date indicate 
that this will be true. We definitely 
plan to continue it and see no rea- 
son why sales in this category will 
not increase each month. 

“Our principal reason for taking 
on this line was to make a profit. 
As you know, there are many 
people in all lines of business who, 
in recent years, have taken on cer- 
tain lines of building materials. 


In other words, everybody is get- 
ting into our line of business and 
Wwe see no reason why we should 
not get into that of others. The 
markup is higher than that carried 
on most items that we normally 
stock. 


“We recently opened a new store 
in Martin City, Mo., where we also 
considered such a display, but de- 
cided against it since such a step 
would have alienated a druggist in 
that area who is quite friendly 
with our people. I should say that 
this matter should be given con- 
sideration in any location.” 


Arrangements for supplying and 
maintaining the inventory for this 
display were made with an out- 
side agency whose representative 
checks the island and fills in items 
where needed on weekly visits. 
Badger doesn’t advertise these 
items, mostly necessities, which 
customers will buy because they 
need them. An estimated one out 
of three customers buy at least one 
item from the drug display. 
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.... “yes” and “‘no”’ say dealers coast-to-coast 


We think the 
modern lumber 
dealer has wan- 
dered far afield 
in handling 
merchandise not 
directly con- 
nected with the 
building indus- 
try. We think 
lumber dealers 
should remem- 
ber they are not 
solely dealers in 
lumber and wood products, but 
that they are really building ma- 
terials dealers and, as such, should 
handle any lines connected with 
the building materials industry. 

We feel no hard and fast rule 
can be applied to the industry and 
that the direction in which the 
dealer goes is limited only by his 
ability and in keeping with mer- 
chandising products that are ethi- 
cal and profit-making. 

E. V. O'Malley, president, The 
O’Malley Lumber Company, Phoe- 
nix, Ariz. 


E. V. O'Malley 


Our line of 
yards now and 
in the future 
will carry only 
those items 
which are di- 
rectly connected 
with the build- 
ing material 
business. We 
mean only those 
items that at- 
tach themselves 
to the finished 
building. 

A deviation into sundry lines 
would not go any further than 
paints, floor coverings and tools. 
We feel that the type of manage- 
ment available is not versatile 
enough to be able to handle a 
highly diversified stock of mate- 
rials necessary in a department- 
store type of operation. 

R. E. Spelts, Jr., executive vice- 
president, Spelts of Nebraska, 
Grand Island, Neb. 


R. E. Spelts, Jr. 


It is our belief that it’s the cus- 
tomer and the bank balance that 
ultimately decides how far astray 
the lumber dealer can go from the 
so-called basic items. 

We would just as soon handle 
drugs or baby food, if we felt our 
store traffic would respond. It’s 
our feeling that tne general public, 
in a town where it has been ex- 


SUILDING 


Propucts MERCHANDISER 


posed to a modern building mate- 
rials store, soon gets away from 
the idea that the store is interested 
mainly in selling 2x4’s. 

We try to sell everything for the 
home, and that covers a multitude 
of items, which could well include 
drugs. 

Charles T. Heberle, Jr., execu- 
tive vice president, Gloucester 
(Mass.) Coal & Lumber Co. 


I think it is 
impossible to 
generalize as to 
how far a build- 
ing materials 
dealer should 
extend himself 
in handling re- 
motely - related 
or foreign items 
because there is 
such a_ variety 
of conditions 
that may apply. 
One of the factors is certainly one 
of location. 

Many of us have taken on some- 
what unrelated lines to too great 
an extent; our basic merchandise 
can receive much more merchan- 
dising attention than it has had in 
the past few prosperous years. 

My own thought is that the typi- 
cal dealer should concentrate more 
on his basic material line in pref- 
erence to the addition of unrelated 


A. O. Lampland 


. O. Lampland, president, 
Lampland Lumber Company, St. 
Paul, Minn. 


Every com- 
munity is differ- 
ent and what 
can be handled 
profitably in 
one community 
would -not be 
profitable in 
another, but we 
want all the 
floor traffic we 
can get through 
our lumberyard. 

We handle ap- 
pliances, hardware, air condition- 
ing, plumbing and sheet metal. We 
find time-payment plans are en- 
couraging people to come into our 
office and are very profitable. We 
believe in selling everything that 
is profitable and associated in any 
way with our business. 

Harvy L. Richards, president, 
Richards and Krueger Co., New 
Braunfels, Tex. 


H. L. Richards 


We have found 
that a small dis- 
play island for 
displaying small 
electrical items 
like outlet boxes, 
base plugs, 
fuses, extension 
cords, wall 
plates, light 
bulbs and sock- 
ets is a good 
traffic builder. 
The same is true 
of an island for minor plumbing re- 
pairs. 

It is our opinion that these “ex- 
tras” are impulse items and long- 
profit items. We want our custo- 
mers to feel that we can fill their 
needs for the do-it-yourself items 

and for advice and guidance on 
minor house maintenance items. 

Two of our branches have had 
considerable success with insect 
sprayers, solutions and home gar- 
dening items like clippers and 
trimmers. 

We want to avoid items which 
are not essentially pertaining to 
the home, its care and upkeep. But 
we do want to take care of the en- 
tire property including outdoor 
living items and those things 
which enhance the value of a home. 
Fred S. Stephenson, Stephenson- 
Browne Lumber Co., Chickasha, 
Okla. 


F. S. Stephenson 


We carry as many related items 
as possible and still are increasing 
our stock. For instance, barbecue 
equipment, brick, mortar and steel 
goods are regular items with us. 
They are sold to the do-it-yourself 
trade and tie in very nicely with 
our regular stock. 

You might say that selling lawn- 
mowers, wheelbarrows and hose 
are not in our line, but the con- 
sumer often finds that we are the 
logical source of supply since most 
of his buying for repair and main- 
tenance is done at the building 
materials dealer. 

Location of store and type of 
traffic are probably the main con- 
siderations in determining the ex- 
tent of selling merchandise foreign 
to our regular line. There are so 
many thousands of items for us to 
sell that I can’t see any reason for 
going into too many “foreign 
lines.” 

However, if a potential profit is 
there, we will endeavor to get it! 

C. R. Travis, Wilmars, Inc., San 
Jose, Calif. 
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AVAILABLE NOW! 


At 60 conveniently located Weldwood warehouses from coast to coast 


A COMPLETE LINE OF TOP QUALITY 


Weldwood 
hardboard 


THAT WILL REALLY SELL! 


Here is a complete line designed to help TOP QUALITY—Each Weldwood Hardboard panel 


he ; se is manufactured by a strict quality-controlled meth- 
you get the jump on competition . . . od that provides exact uniformity in thickness, size, 
to help you make easier and more density and hardness. 


profitable sales . . . no more hunting SPECIAL SALES FEATURES— Weldwood Hard- 
through catalogs and odds-and-ends boards are all-wood fiber panels with unusual 


, ; : t d durability. Th th surf f 
specification sheets for the right no a ogi g Riaagtey tn sae 


every panel is completely free of imperfections. 
hardboard. Every type of hardboard Won't crack, chip, dent or splinter. Easy to fabri- 


, : cate. Finish perfectly. 
you'll ever need is as close as your ee 


nearest Weldwood distributing unit... PROMPT DELIVERY— Y ou can get fast, on-schedule 
it’s the most complete stock of quality delivery of every type of Weldwood Hardboard from 


all the conveniently located Weldwood warehouses 
hardboards available anywhere! throughout the country . . . Now! 


NOW 


... you can fill all your hardboard requirements 
at 1 reliable source—-Weldwood 





STOCK UP NOW! 
Use this handy index to order Weldwood Hardboard. 


WELDWOOD STANDARD HARDBOARD nas 


For walls, ceilings, and other interior uses. Has a hard, smooth surface 
on one side. Excellent finishing qualities . . . easily worked. 








WELDWOOD TEMPERED HARDBOARD 
For exterior applications or where hard usage is encountered. Im- 


pregnated with special tempering compound for greater strength, 
abrasion-resistance and moisture-resistance. 


WELDWOOD BLACK TEMPERED HARDBOARD 


This is Weldwood Tempered Hardboard to which a black dye has 
been added. 


WELDWOOD WALLTUF HARDBOARD 
Recommended for interior applications where the strength and 
hardness of Standard Hardboard is not required. 


WELDWOOD UNDERLAYMENT 

Ideal hardboard for use as a smooth, flat surface over wood floors 
or wood sub-floors before laying linoleum, cork tile, rubber tile, 
asphalt tile or carpeting. 


WELDWOOD HARDBOARD EXTERIOR SIDING 12” x 8’ — 24" y 192" 
A special tempered and fabricated hardboard for use as exterior lap 12” x 8’ — 24" x 192" 
siding. Exceptionally strong. Has a hard grainless surface. 


WELDWOOD DEKATILE 

Score lines are pressed into one surface of this hardboard to form 
4-inch squares. Makes a very distinctive wall paneling for kitchens, 
bathrooms and washrooms. Has low rate of water absorption. 


WELDWOOD TEMPERED DEKALUX 5’ x 16’ 
For exterior and interior use. Smooth on both sides. impregnated 5’ x 16’ 


with tempering compound to increase strength and abrasion- 5’ x 16’ 
resistance. Will resist moisture. 


WELDWOOD DEKALEATHER 
A tempered hardboard with one side embossed to simulate leather. 


Rich tone-on-tone effects may be obtained by various finishing 
methods. 


WELDWOOD PERFOBOARD* 4’ x8! %" 
As a paneling, it is both decorative and functional. Designed to hold 4’ . 3 3/16" 
or display a variety of items. Permits quick changes without repairs. y’ 7 8’ Va" 
Holds standard hardware and eliminates nails and screws. . . 





WELDWOOD HARDPLY *(Panels of 4” and V6” thickness are perforated 

h Ye” hole: 1” of 4%” st it centers. 4% 

il damendaratee? Rab gar doors, bench tops, thick panels have %” holes on I” straight centers.) 
; a". 





Also ask us about Tekwood®, a valuable low-cost companion product to Weldwood Hardboards 
especially for applications where bending qualities or prefinished faces are important. 





United States Plywood Corporation Alas 


® 55 West 44th Street, New York 36, N. Y. 
We é ol er oa a «ft Please have your salesman contact me with full details 
about the profitable Weldwood Hardboard Line. 
United States Plywood Corporation ‘ 
World’s Largest Plywood Organization ay 
55 West 44th Street, New York 36, N. Y. - 
U.S.-Mengel Plywoods, Inc., Louisville, Ky. 
Distributing Units in 60 Principal Cities 
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THE DOVER 


There’s just enough brick veneer and vertical sid- 
ing on this economy home to give it balanced charm 
and sales appeal. Behind the garage there is an easily 
screened porch protected by the extended sun-deck. 
Here an outdoor meal can be conveniently served, 
hidden from street view. Samuel Paul, A.I.A., designed 
the Dover to fit on a 60-foot plot with 15 feet of side- 
yards. 


Foyer, living room, and dining room flow together 
with a feeling of spaciousness. The large window 
bay lends itself to dramatic decor. Note how the 
bedroom hall space is cut to a minimum. The up 
stairway is located right at the front entry, making 
the second floor a potential rentable apartment. 

With the aid of a king-size rear dormer, its two 
rooms can be augmented by a kitchenette and bath 
directly over first-floor plumbing. 


Write for plan AL-13. 


How To Order 


Blueprints and materiais list for the house de- 
scribed on this page may be secured by writing 
American Lumberman, 139 North Clark Street, Chi- 


‘cago 2, Ill. One set of plans and a materials list may 


be secured for $22.50. Duplicate sets of plans are $5 
each. Please make remittance when ordering. 
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ALUMINUM 
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Fiber-Lite 


DOOR & TERRACE 
CANOPIES 
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Painted ALUMINUM 
ADJUSTABLE 


VENETIAN 
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Tr ERM 0S EAL gives nieuneidl package... 


to wrap up profitable home modernizing business! 


Exclusive, Protected Franchise 





». A Complete Line of Window, Door and 


— Weather-Protection Products 


a Products of Proved Merit. 


Hundreds of thousands of installations 


... approved over the years. 


THERMOSEAL 


a 
Aluminum 
COMBINATION WINDOWS & DOORS 
PORCH ENCLOSURES 
ALUMINUM & FIBER-LITE AWNINGS 
The Greatest Franchise 


Opportunity of 1954 


3UILDING PropucTs MERCHANDISER 


ie | Nationally Advertised 


eS | Protected Profits 
wa Co-operative Advertising 


eS , Expert Selling Help 


eo Se ETRE OS ree per | 
| THERMOSEAL DIVISION 


1 The F.C. Russell Company 
Dept. 3-AL44, Cambridge, Ohio 
Gentlemen: 

Please send me further details on Thermoseal 
Awnings, Combination Windows, Doors, and Porch 
Enclosures and the exclusive Thermoseal Franchise. 
Name— - 

Company— 
Address—— 
City —_—— 


Type of Business 





—_—S— nw se re ew eee eee ee 
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EXCLUSIVE 


Let Us Analyze Your Financial Statement 


On the following pages you will 
find instructions for completing 
American Lumberman’'s second an- 
nual financial survey of retail lum- 
ber firms. Active participation by 
every dealer is invited. 

The overall summary, which will 
be published in American Lumber- 
man, will enable you to interpret 
your financial picture in relation to 
other dealers in the country in the 
same volume bracket. 

The more participating dealers, 
the more valuable the summary to 
you. Won't you take time out today 
to complete these forms? It could 
be the most important few minutes 
in your business in 1954. 

If you wish duplicate copies of 
these forms for your files, we will 
send them free of charge upon ap- 
plication, And if you have any 
accounting problems you 
would like to have answered, please 
enclose these questions with your 
financial statement. 

To guarantee that your financial 
report will be kept confidential, we 
ask that you send these forms to 
the certified public accounting firm 
of Fields and Fields, 141 West Jack- 
son Boulevard, Chicago 4, Illinois. 


The Editors 


special 
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Ira 8S. Fields is 
a partner in the 
certified public 
accounting firm 
of Fields & 
Fields, Chicago. 
This firm was se- 
lected by Ameri- 
can Lumberman 
to receive and 
analyze your 
financial state- 
ments because of 
their knowledge 
of management and accounting prob- 
lems of the retail lumber dealer. Fields 
and Fields is accounting consultant to 
several leading lumber dealers. 





By Ira 8S. Fields 


Income statements are usually 
prepared so that management can 
compare the results of operations 
for the current year with the pre- 
ceding year. While such a compari- 
son reveals important information, 
management is still in the dark as 
to how it stands in relation to other 
lumber companies in the same vol- 
ume group and same geographic 
location. 

The questionnaire on operating 
results is patterned after a chart of 
accounts which we recommend fcr 
the purpose of ascertaining these six 
very important figures: 

Gross profit 

Total yard expenses 

Total delivery expenses 
Total selling expenses 
Total administrative and 


general expenses 
6. Net profit. 


The above figures when expressed 
in terms of percentages to net sales 
will give the figures necessary in 
comparing your results with other 
companies. These figures will tell 
you where you are better or worse 
than the average dealer in your 
sales volume bracket. 

Now we realize that your ac- 
counts for last year may not have 
been kept in exactly the same man- 
ner as the questionnaire requires, 
but in those cases that your account 
classification may differ we request 
that you break down your figures to 
conform with the questionnaire by 
either estimate or analysis. For 
example, you may have only one 
salary account. In such a case you 
should either analyze that account 
to ascertain what part is applicable 
to mill, yard, delivery, selling or 
administrative expense, or apply 
your best estimate as to what per- 
centage of the total salaries is 
applicable to each. 

The smaller companies may have 
certain employes performing more 
than one function such as yard work 
and truck driving. In such case, 
divide that person’s salary based 
upon your estimate of what percent- 
age of his time applies to each. 
Officers’ or partners’ salaries should 
appear on line 26 even if they per- 
form other functions as selling. 
Please do not reclassify officers’ or 
partners’ salaries. 
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EXCLUSIVE 


How to Use the Questionnaire 


Please follow these instructions, 


then return your completed forms to 
Fields & Fields, 141 West Jackson 
Blvd., Chicago 4, Ill. 


1) Net sales—Include all sales ex- 


cept carload sales and deduct 
trade and cash discounts al- 
lowed. 

Purchases —Include all pur- 
chases except cost of purchased 
goods for carload sales. Add 
freight to this item and deduct 
trade and cash discounts. 

Mill Labor—All wages paid to 
people employed in mill should 
be included in this item. In 
cases where workers divide 
their time between mill and 
yard work, prorate based upon 
your best estimate of time 
spent at each. 

Other Mill Expense—This in- 
cludes cost of supvlies used in 
mill, repairs to mill equipment 
and depreciation on mill equip- 
ment. 

Taxes and Yard Licenses—In- 
clude real estate taxes and all 
other yard licenses that you 


15) 


may pay in your locality. 

Other Yard Expense — This 
item consists of heat, light and 
power, insurance expense, re- 
pairs and maintenance, and 
yard supplies. 

Other Delivery Expense— 
Truck rental and contracted 
truck service should be _ in- 
cluded in this item. 


Other Selling Expense—Sales- 
men’s automobile expense, de- 
preciation on automobiles, 
travel and entertainment ex- 
pense should be included here- 
in. 

Officers’, Partners’ or Owners’ 
Salaries — All such salaries 
should be put on this line re- 
gardless of what may be the 
functions of such key person- 
nel. Do not prorate such sal- 
aries to other categories. 
Office salaries—Includes book- 
keepers, creditmen, stenogra- 
phers, clerical or other such 
salaries. 


Other Administrative and Gen- 


eral Expenses—-Includes dues, 
subscriptions, charitable con- 
tributions, telephone and tele- 
graph, postage, stationery and 
printing, office supplies and de- 
preciation on office furniture 
and equipment. 


} Carload Sales—This consists of 


those sales, if any, in which 
shipments are made directly 
from the mill to customers. 
These sales are segregated 
from other sales since the gross 
margin thereon is less than 
from sales which require the 
regular handling by yard and 
delivery employes. 

Cost of Merchandise Sold in 
Carloads — This item consists 
of the cost of the lumber in- 
cluded in item 34. 

Other Income —Income from 
dividends, interest or profit 
from sale of investments or 
other assets are to be included 
in this item. 

Other Deductions—Interest ex- 
pense and loss on sale of assets 
are items includable herein. 





AMERICAN LUMBERMAN'S 


1953 ANNUAL FINANCIAL SURVEY OF LUMBER COMPANIES 


Please answer the following questions. If you do not have exact figures, use your best estimate. 


Location: City State 


Population: 


Form of organization: Corporation 


Partnership Individual 


Any branch yards? Yes (1) No [] If so, how many? .. 
Do you Own [| or Rent [] your yard? 


Breakdown of sales: Lumber 


Millwork 
Other building materials 
All other items 

Total 


Class of customers: Family consumers including farmers 
Contractors and builders 

Industrial 

Other 


Total 


Yard 
Mill 
Salesmen 
Office 


Active officers 
or partners 


Total employes 


Number of employes: 


If certain employes divide their time between the above categories, fractions should be used. 


Name of Company___ 


Continued on next page 
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EXCLUSIVE 


AMERICAN LUMBERMAN'S 
1953 ANNUAL FINANCIAL SURVEY OF LUMBER COMPANIES 


STATEMENT OF FINANCIAL POSITION 


DATE , 1953 


ASSETS 


CURRENT ASSETS: 


, , 
n banks and negotiable securities 


receivable (net of reserve) 


e inventorie 


Other current asset: 


irrent assets (Lines 5| through 54) 


otal ¢ 


es and equipment (After reserves for depreciation) 





current assets 





Total assets (Lines 55 through 57) 
LIABILITIES AND NET WORTH 


CURRENT LIABILITIES: 


Notes payable (Due within one year) 


Ac unt payable 


me 
ome tax liability 


ilities (Accrued salaries 


Fe jeral Ta 


Other current liab taxe 


nterest, etc.) 


Total current liabilities (Lines 59 through 62) 


NON-CURRENT LIABILITIES: 


Notes payable (Due after one year) 


Other non-current liabilitie 


NET WORTH: 


If corporation—Total of capital stock, paid in surplus 


treasury stock, if any 


Te tal 


and earned urt lus ess 


lf partnersh p or sole proprietorship 


capital accounts at end of year 


Total liabilities and net worth (Lines 63 through 67) 


April 19, 1954, 
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A BIG SAVINGS 


with Upson 
All Weather 
Sheathing 















Twice as strong in load tests. 
Proved best in every test. 
Carried twice the weight of 
other materials tested. 


Far stronger in racking tests. 
Tests by the Univ. of Buffalo 
Engineers showed Upson 
Sheathing withstood greater 
stresses than other materials 
tested. 


Over twice as strong in impact tests. 





Apply wood siding directly over Upson All 
Weather Panel Sheathing. Nails won't pop 










out. Tests show Upson Panels have 30% | Proved more than twice as strong as 
greater resistance to nail withdrawal. all other 25/32” sheathing tested. 
Waterproofed by exclusive Upson 
6 plies mean super strength—Made by an CuraSeal Met 
exclusive pr : lies of speciall ted wood fibe: u ° : 
hone oat bon bd together, ee hie maw through entire thick- 
ness. Resists water absorption 3 


, i insulating sheath- 
{| SAVE «costs less to buy cr tasted, eee poe Hg oe 
Your material costs are lower because Upson All Weather work right after rain. now 
Sheathing is priced lower, yet offers you highest quality. ‘ 

















SAVE « « « eliminates costly corner bracing 


Why pay for material and labor for corner bracing when it’s 
not needed. Super strong Upson Sheathing meets and exceeds 
requirements of FHA ‘Technical Circular No. 12. Also 
accepted by the Veterans Administration. 


SAVE «oe 0n cost of application 


Reduce application time by over 4 compared with wood 
sheathing. Save labor costs. Upson Sheathing is easy to 
apply, nails direct to studs, saws like wood, clean. 









Here Upson Sheathing is used for soffits. Rugged and 









waterproofed, Upson Sheathing needs no special sealer 
Al ai : when used for exterior surfaces. 
SAVE .2- reduce material wastage ss Soffits cut to size — Think what this means. No cut- 
A greater variety of sizes to fit your house at no extra cost. | fing on job. Saves time. 
Virtually eliminates waste. <4 te change fer tenger lenathie--8 lenetie or 20’ 
mse | lengths, price per sq. ft. is the same. 
more features eresiae tbl ins Maer 
* Treated to resist mold, fungi, termites. Patcmponfor ante folder an @ instruction she : 
* Smooth surface, easily painted. Base color won't 
bleed through. No special sealer needed. | THE UPSON COMPANY 







* Adds insulation value. 

* Moisture content— 10% to 12%. 

* No wetting or special treatment 24 hours before 
application needed. 


| 144 Upson Point, Lockport, N. Y. 


| Please rush mo FREE Folder and Application Instruction 
} Sheet or Upson All Weuther Sheathing. 


| NAME ___ 


UPSON Ue HEATHING |<“ 
| city STATE 
| | 
| 


a: 
PROVEN QUALITY YOU CAN TRUST Urs 


z 
> 
= 
~ 
° 
7 
= 
3 
= 
| 











3UILDING Propucts MERCHANDISER (To obtain more data on advertised products see page 78) 





EXCLUSIVE 


AMERICAN LUMBERMAN'S 


1953 ANNUAL FINANCIAL SURVEY OF LUMBER COMPANIES 


OPERATING RESULTS 


YEAR ENDED 


NET SALES (Net after trade and cash discounts) 





COST OF SALES: 
ntory at beginning of year 


hases and freiaht-in (Net after trade and cash discounts) 
Total (Lines ? plus 3 


ale {Total of 


profit (Lines | throug! 





a i a A dl 





OPERATING EXPENSES: 
Yard expenses 
Yard waaqes 
Rent 


Depreciatior Yard equipment, building: and shed: 


Taxes and yard | enses (Include property taxe ) 
Other yerd expense 





Total yard expense: {Lines 11 the ough 15) 





very expense 

Truck drivers’ wages 
Truck expense (Gasoline 
Depreciation—Trucks 


Other delivery expense 





Total delivery expenses {Lines 17 through 20) 





g expenses 
Salesmen's salaries and 
Advertising 
Other selling expense 
Total selling expenses (t ines 22 through 24) 








ninistrative and genera! expense: 
Officers, partners or owners salarie 
Office salaries 

Bad debts 

Legal and audit expense 


Other administrative and general expense 





Total administrative and aer eral expenses (Line 26 throu yh 30) 
T tal operat ng expense {Lines 16. 21 25 & 31) 


Operating income before carload income (Line | minus 32) 











CARLOAD INCOME: 
Carload sales 
Le Cost of merchandise sold in carloads 


Carload income (Line 34 minus 35) 


34, 
35, 
36, 
37. 











Total « perating ir me (lt ne 33 p! J$ 36) 





OTHER INCOME 


38 
Total (Line 37 plus 38) 


39, 








OTHER DEDUCTIONS 


40, 
Net in me betore ir me tax {Line 39 minu 40) 


4) 








INCOME TAX 


42 
Net in me {Line 4! minu 42) 


43 
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New Chevrolet Trucks 


deliver hour-saving power 
that saves you money, too! 


= 


= 
ee 


New Chevrolet trucks bring you great new engine 
power in every model—from light-duty pickups to 
heavy-duty tractors. And this new power means impor- 
tant savings of both time and money on the job! 
YOU SAVE TIME 
WITH GREATER SAFETY 
That’s because new Chevrolet trucks permit you to 
maintain faster schedules without driving at higher 
maximum road speeds. Thanks to greatly increased 
acceleration and hill-climbing ability, you can save 
time where it counts. Instead of trying to make up for 
lost time, you actually cut down the time lost at traffic 
lights and on steep grades. 
YOU SAVE PLENTY 
ON OPERATING COSTS 
New Chevrolet trucks bring you high-compression 
power that saves you money every mile. All three great 








CHEVROLET 
ADVANCE-DESIGN 
TRUCK FEATURES 
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engines—the “Thriftmaster 235,” the ‘Loadmaster 
235” and the “Jobmaster 261"* deliver greater horse- 
power plus increased operating economy. In addition, 
the mighty “Jobmaster 261” engine reduces the need 
for operating in low gears on heavy-duty jobs. As a 
result, you shift gears less . . . save more on gas. 
Now’s a good time to see your Chevro‘et dealer 
about a time-saving, money-saving truck. ... Chevrolet 
Division of General Motors, Detroit 2, Michigan. 






MOST TRUSTWORTHY TRUCKS 
ON ANY JOB! 


THREE GREAT ENGINES — The new “Jobmaster 261” engine* for extra heavy hauling. The ““Thrift- 
master 235” or “Loadmaster 235” for light-, medium- and heavy-duty hauling. NEW TRUCK 
HYDRA-MATIC TRANSMISSION* —offered on '2-, %4- and 1-ton models, Heavy-Duty SYNCHRO-MESH 
TRANSMISSION —for fast, smooth shifting. DIAPHRAGM SPRING CLUTCH —improved-action engage- 
ment. HYPOID REAR AXLE—for longer life on all models. TORQUE-ACTION BRAKES—on all wheels 
on light- and medium-duty models. TWIN-ACTION REAR WHEEL BRAKES—on heavy-duty models. 
DUAL-SHOE PARKING BRAKE—greater holding ability on heavy-duty models. NEW RIDE CONTROL SEAT*—eliminates back- 
rubbing. NEW, LARGER UNIT-DESIGNED PICKUP AND PLATFORM STAKE BODIES—give increased load space. COMFORTMASTER CAB 
—offers greater comfort, convenience and safety. PANORAMIC WINDSHIELD —for increased driver vision. WIDE-BASE WHEELS —for 
increased tire mileage. BALL-GEAR STEERING —easier, safer handling. ADVANCE-DESIGN STYLING —rugged, handsome appearance. 


*Optional at extra cost, Ride Control Seat is available on all cab models, “ Jobmaster 261" engine 


(To obtain more data on advertised products see page 78) 


on 2-ton models, truck Hydra-Matic transmission on 2-, ¥44- and 1-ton models, 
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“U-Do-it Room” Swells eeee 


CUTAWAY WALL AREA enables salesman Tony F 


bo  yourselt 


“jileff to show the woman cus- 


tomer details of applying a drywall over a masonry wall. Row of small white signs 
over Tony's head gives step-by-step process for finishing a plasterboard joint 


CUT-OUT in wallboard plank allows 
Tony to show how insulation batts are 
laid between studs and how planking 
is stapled to the furring strips. Note 
price tags on all items 


38 


Do It Yourselt f 

wa - an — “ - a 
1 Sq Ft Colotes Acoustical Tile $1702 
426 Sq Ft. Colotes Ceiling Panels 49:22 
192 Sq Ft. Gelotex Wal! Planking 20.93 
57 Sq Ft. Rocky Cyprus Paneling 14.25 
66 Sq ft Knotty Ceder Paneling 1598 
16 Sq Pt Weldier Square or) 
27 So. FL tnotty > yee «(282 
0 te tt Shee 


AH CS 
f] 


MONTHLY Pe 
UNDER FHA — OWE 
WOULD COST YOU 4480 ? 
MONTH FOR 36 MONTHS 


BILL-OF-MATERIALS sign lists ac- 
tual cost of finish materials at $147.85. 
Sign is a real eye-opener for weekend 
carpenters, who think the cost of a 
basement 
$400-$600. 


.» + Wall Covering Sales by 90% 


recreation room will run 


Display-demonstration room of the Steel City Lumber 
& Supply Co., Gary, Ind., was designed to eliminate do-it- 
yourself customers’ two big worries: price and lack of confi- 


dence. 


A U-Do-It display-demonstration 
room which eliminates the two 
biggest drawbacks to do-it-yourself 
sales has resulted in a 90% in- 
crease in sales of wall coverings for 
the Steel City Lumber & Supply 
Co. (Bader Corp.), Gary, Ind. 

“An exaggerated notion of price 
and a lack of confidence in their 
ability are the two big reasons why 
do-it-yourself customers hesitate to 
tackle a basement recreation room 
or an attic remodeling project,” 
says Dick Briggs, manager. “We 
learned about these drawbacks by 
interviewing hundreds of our home- 
owner customers, so we set out to 
eliminate both reasons in the design 
of our display room.” 

When a customer enters the firm’s 
24’ x 26’ room he is asked to esti- 
mate the total cost of the finish ma- 
terials. After looking at the tiled 
ceiling and the walls covered with 
wood paneling, wallboards and plas- 
terboard, most customers estimate 
the cost between $400 and $600. 
The customers are then shown the 
bill-of-materials sign which lists 
the total cost at $147.85. A note at 


the bottom of the sign says: 
“Monthly payments under FHA 
Title I would cost you $4.80 per 
month for 36 months.” 


Cut-Outs Show Details 

“Once we've opened the custom- 
er’s eye on price,” says Briggs, “we 
point out our _holes-in-the-wall 
which show exactly how the mate- 
rials are applied.” 

One cut-out, located at the floor 
level, shows the construction details 
of how a drywall is erected over a 
masonry wall. Another hole at eye- 
level shows how insulation batts are 
laid between studs and how the 
wallboard-planking is stapled to fur- 
ring strips. 

Ceiling tile are missing from sev- 
eral sections to show how nailing 
strips are attached to floor joists 
of the room above. Sections of plas- 
terboard joints have been left in 
progressive stages of completion to 
show taping and finishing details. 
Painting of wallboards and finish- 
ing of wood paneling has been han- 
dled the same way. 

“Interviews with our customers,” 
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(COVER): U-DO-IT- DISPLAY-DEMONSTRATION ROOM 
has increased wall covering sales by 90% because it elim- 
inates customers’ worries about price and mechanics. Dick 
Briggs, manager, left, convinces customer Phil Flanagan 
that finishing of knotty cedar paneling is easy. Neat white 
tags tell type and price of materials. 


says Briggs, “revealed that they people walk in and immediately rowing down a customer’s choice so 
were most interested in building start pointing out the laundry loca- he can make a decision on a pur- 
their own basement recreation tion, the point where the stairs chase. We could have installed many 
rooms.” come down, etc. It’s not difficult for more wall coverings than we did, 
customers to visualize how the ma- but we purposely kept the selection 
Basement-Like Atmosphere terials will look in their own base- down so customers would not be 
ments.” lost in a sea of indecision on which 
In building the display room the The use of expensive materials to buy.” 
firm tried to create a basement-like in the room was avoided because of Although the “U-Do-It Room” is 
atmosphere. Formerly, the room experience with amateur carpenters aimed directly at the do-it-yourself 
was an old garage-storage area in the past who were disgruntled customer, Briggs points out that 
located at the side of the showroom. because they butchered the costly, many contractors are using the 
The cracked concrete floor was left hard-to-work products. room to show materials to their 
“as is,” and hopper-type windows clients. 
were installed high in the wall to Narrowing Customer’s Choice An overhead garage door en- 
give a basement-like effect. trance (also a sales display) is open 
“The basement-atmosphere idea “One of the most exacting tasks for the convenience of customers 
has paid off nicely,” he adds. ““Many of the dealer,” says Briggs, “is nar- during business hours. 





NEW! ®. l 
; Weld wood ~ IT YOURSELF. | 
PRESTO-SET GLUE [Presroser fea 


- 
ell it even faster! GLUE z 


SF 


SALES HELPS s 


Glug 


GLUE “Ww 


: a Cop, 
J New display ties your store into J 
Presto-Set’s national ad push! 
Get yours now! Cash in on ads in... 


@ SAT. EVE. POST POP. SCIENCE MONTHLY Right oot of 


a 
© COLLIER’S © SCIENCE & MECHANICS the Jer, 
® WOMAN'S DAY = @_-MECHANIX ILLUS. ANOTHER SETS. FAST! 
* 
o 


@ POP. MECHANICS HOME CRAFTSMAN WIZARD WITH less thew 30 sala, 
a wooDd 


ig cEsT AD CAMPAIGN HOME MAINTENANCE ness 
Nar out HISTORY! 
: In 1% oz. and 3% oz. tubes; pint and a 
FREE! Mail postcard . > a eS prec! 


quart jars. 
today for your free counter fog jNDUSTRIAL USERS: in 1, 5 and t rHis BG 
display. Size 13’ x 14’’. 10 gallons, 30 and 50 gallon drums, < 4-COLOR 
i j / 
(Write for details.) ; DISPLAY! * pret! 
UNITED STATES PLYWOOD CORP. 5 w. 44st. + N.Y. 36,N.Y. © Dept. 53 COLORFUL 


DISPLAY 
May we give it when ad readers ask, “Who sells it?” PACK! 


We've turned over to registered Weldwood name and address. We'll start sending 
retailers thousands upon thousands of re- you ad replies from your locality. 
plies from our national ads. You can be Write us now ... get those customers 


a registered retailer . . . just send your coming to you! # TRADEMARK 
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YOUR AD OF THE WEEK 





No. 7 of a Series 


WIDE USE FOR ADservice IDEAS 


There are a number of ways you can make use of 
the series of suggested ads made up specially for 
the ADservice page. For example, there are seven 
applications of the ad shown at right: 


(1) Your newspaper or agency can use it as a 
guide, using headline, layout and selection of AD- 
service mats shown. 

(2) Use as layout pattern only. Substitute your 
own headline, or another from the ADservice book, 


and select other illustrations from the 254 ADservice 
mats. 


(3) Use headline with different layout. The head- 
line here could be set to fit any size ad, from one 
column to a page. 


(4) Adapt ad to another season or theme. For 
instance, our “weather forecast” headline might be 
changed for a fall ad to “Forecast ... cold weather 
ahead ... order your storm windows today!” 

(5) Use copy and layout ideas for your handbills 
and direct mail. 

(6) Adapt headline to store and window displays, 
effecting a positive tie-in with your ad. 

(7) Repeat the ad theme or headline on your truck 
posters. 


Since they have so many practical uses. we suggest 
you keep AD OF THE WEEK pages in your “idea” 
file for handy reference. 


THIS FREE BOOK SHOWS 
COMPLETE, READY-TO-USE 
ADVERTISING SERVICE 


254 illustrations in stock for im- 
mediate shipment ... plus layout 
ideas and copy suggestions. Send 
coupon below. 


(please print or type) 


| AMERICAN LUMBERMAN 
| 139 No. Clark St., 
| Chicago 2, ‘linois 


| Rush my free copy of the 48-page ADservice book. 


| NAME 
| COMPANY 


| ADDRESS 


You can make up this 3-column ad, or smaller version 
of it, using ADservice mats. See coupon below. 


YOUR NAME OR SIGNATURE CUT HERE 


FORECAST... 


ideal weather for 
=. your outdoor projects 


SEE US FOR YOUR HOUSE, LAWN, AND GARDEN NEEDS 
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GARDEN TOOLS 
60 —00 
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YOUR NAME 
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ZONOLITE® 
Launches The Most Extensive Advertising 
Campaign Ever Put Behind — 


Vy, | oe 





Spokane Spokesman Review 
Seatrle Post Intelligencer Greet Folls Tel 
Minot (N.D.) News & Optic Reporter 
Portland (Ore ) Journal 


Portland Oregoman 


Portiand (Me) Telegram 
St Paul Pioneer Press 
Minneapolrs Tribune Bridgeport Pow Reston Herald 
Harttord Courant . Post 
Madison (Wise) State Journal bony Times Union Reston Adverticer 
Miwaukee Journal mn ald Amencan Providence Josrnal 
Detroit Fre 


Sioux Falls Argus Leader 


wh 


we 
Chicage Detrat Times 


heage Daily ttewe 
Soh tahe Tetbune long Beach 1 iy om Fevers veland Pie 
panapols Star 
Oakland Tribune wae Evansville Courier Press Akron 
—— ‘ort Wayne Journal Garette Battin 
Omaho World Herald eoria Journal $0 Youngstown Vindicator Cincinnati Enqut 
cain Cilia th tiene MAGAZINE SECTION indianapolis Times Pittsburgh Sun Telegraph Baltimore Sun 
y Washington DC Star 
Colurmbus (0) Citizen Washington OC. Post 
Washington OC Tunes Herald 
Wheeling News Register Richmond Times Oipatch 
Charleston (W Ja.) Mail Roanoke Times 
Hunnngton Herald Advertner New Bedterd Standerd Times 
Louisville (Ky.) Courter Journal Charlotte Observer 


St. Louis Post Dispatch Winston-Salem (NC) Journal Sentinel 


Bm Son Froncisco Chromecle 


wco Examiner 


Nortalk Virgiman Pilot 


Kansas City Star 
Wichite Eagle 


$t Loun Globe Democrat Nashville Tennessean Knosville Journal 
Los Angeles Exominer City Oklahoman AGA Knorville News Sentinel 
Los Angeles Times “ Memphis Commercal Appeal Greenville ($C News 
Phoenm Republic Little Rock Gazette Boren aghom New 
Sen Diego Union Atlanta Journal Constitution 
AY ROTO SE n 


Macon Telegraph News 
Columbus (Go) Ledger Enquirer 

E\ Paso Times 

Fort Worth Star Telegram Dallas Times Herald 
Dollas News 
Houston Post Beaumont Enterprise 
Houston Chromete 
Sen Antonio Gupress New Orleans item 


Jacksonville Times Union 


Sen Antome Light 
wy erpus Christ Caller Times New Orleans Times Picayune & States Mam: Herald 
Mam News 


Yow! Zondlite pyshes summer insulation sales for you in 
national magazinetlike BETTER HOMES & GARDENS and 
AMERICAN HOME—plus AMERICAN WEEKLY! THIS WEEK! 
PARADE! A tremendous new localized advertising program in 
112 BIG SUNDAY NEWSPAPERS—pointed directly at your mar- 
ket. It's the kind of advertising that blankets the homes of your 
customers! That means summer profits for you! 


OPERATION SIZZLE...Takes the “Sizzle” 
Out of Heat-Trap Homes, Puts It Into PROFITS! 


Here is a tremendous, new, opportunity free newspaper 
for summer insulation sales! advertising mats, radio commercials, pub- 
Zonolite’s most extensive ‘‘summer _licity stories. Tie in now with “Operation 
insulation” advertising campaign ever un- Sizzle,” the campaign that is telling your 
dertaken stretches your insulation selling customers how to keep heat-trap homes up 
season to 12 months! In addition to traffic- to 15 degrees cooler all summer, for as low 
building advertising that’s /oca/ to you, as $67.60! 

there are powerful sales helps: Window Just send in the coupon below and start the 
streamers, counter displays, mail pieces, ball rolling for your biggest profit year in 

‘summer insulation” history. 


ZONOLITE COMPANY 


Dept. AL-44A, 135 S. LaSalle St., Chicago 3, Ilinois 
Zonolite Company, Dept. AL-44A 
135 S. LaSalle St., Chicago 3, Ilinois 








Please rush me free new material with complete details 


\ 
showing me how | can tie in with Zonolite’s big summer 
Ce nd today for insulation campaign, “Operation Sizzle.’ 
FREE Sales Helps sia 
Gos 
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OUTDOOR LIVING DEPARTMENT of C. C. Collins, Madison, Wis., features a play house, furniture, gym sets, arbors, and 


lawn and garden needs. Large sign attracts auto and pedestrian traffic. 


Your Customers Want a Patio Package 


PATIO ATTACHED TO HOUSE provides handy access to the kitchen and protec- 


tion from weather. 


Fast-growing trend 
toward outdoor living opens 
the way to big-ticket sales of 
fireplaces, canopy materials, 
sliding-glass walls and recrea- 
tional equipment. 


The nation’s astonishing trend 
toward outdoor living has created 
a big-ticket market for patio pack- 
ages. This article gives you tips 
on how to sel! this profitable mar- 
ket. 

1—Set a Sales Goal 

A sales increase of 10%-15% 
over 1953 in outdoor living spe- 
cialty items is considered ideal 
and attainable. At a kick-off meet- 
ing, assign sales quotas and set up 
a schedule of displays and adver- 
tising promotion for outdoor items. 
One suggestion: award monthly 
prizes for outstanding sales rec- 
ords. 









2—Outdoor Living Department 


One of the best sales approaches 
is an outdoor display like that 
arranged by C. C. Collins, Madison, 
Wis. (see picture). Officials of the 
Steel City Lumber and Supply Co., 
Gary, Ind., say that their outdoor 
patio display attracts both motor 
-? . and pedestrian traffic and encour- 
Pee: ages leisurely inspection by pass- 
we ersby. 
bi : a Large, easy-to-read signs should 

be located over the displays to 
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SLIDING WALLS OF GLASS have incorporated “indoor-outdoor” living in this modern home. 


trend is spreading to all parts of the nation and helping boost dealer sales. 


attract attention. Prominent dis- 
play of both complete package and 
unit prices saves salesmen’s time. 
Stebbins-Anderson, Towson, Md., 
finds that a lighted window display 
of outdoor equipment is an effec- 
tive traffic stopper. 

One man assigned to manage the 
outdoor living department can 
also set up the displays. Manufac- 
turer’s literature will help answer 
many of the questions customers 
will ask. 


3—Patio Package Approach 


Merchandising of the complete 
patio package instead of separate 
items is the most profitable ap- 
proach to this market. A budget 
package might include: a fireplace; 
a canopy (roof) assembly; tables 
and chaise-lounge chairs. Some 
dealers maintain two prices—one 
price on materials only—and one 
price covering materials and in- 
stallation. 

4—Advertising and Promotion 

Advertise your patio packages 
by direct mail and radio. Use this 
theme: 

“Enjoy outdoor living with the 
Blank Lumber Company’s PATIO 
PACKAGE.” 

Feature price by saying some- 
thing like this: “As low as $10 per 
month.” A theme mat illustration 
showing the family enjoying a 
meal around the outdoor fireplace 
should be used. Smaller mat illus- 
trations should show the various 
components in the package—flag- 
stones, barbeque equipment, etc. 

Dealers with Friday evening or 
Saturday business hours should 
schedule newspaper display adver- 
tising for Thursday or Friday to 
capture the weekend trade. Direct 
mailings should be made to arrive 
on Friday morning. 
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Hechinger’s, Washington, D. C. 
has attracted hundreds of home- 
owners with inexpensive, one-day 
outdoor living shows. Hechinger’s 
demonstrations show how to build 
an outdoor fireplace; how to cook 
outdoors; how to operate power 
lawn mowers. 


Fireplaces and Accessories 


Here are some of the basic and 
companion sales that are possible: 

Masonry materials you can stock 
for the fireplace and patio floor 
include: cement; mortar; common 
brick; fire brick; concrete blocks; 
ready (dry) mix concrete; field 
stones; flag stones; quarryrock; 
paving brick; cobblestones; and 
shale flats. Construction acces- 
sories include: trowels, spades, 
masonry paint, reinforcing angle 
irons, chalk line, brick hammers 
and levels. 

Many manufacturers produce 
metal grills, grids, doors, ovens, 
revolving spits, cranes and fuel 
storage boxes around which ma- 
sonry fireplaces are built. Com- 
panion accessories for the fireplace 
include: broiler clamps cooking 
utensils; ground-level garbage 
containers; charcoal and wood 
fuel: water and electric cutlets, 
and portable outdoor grills. 


Patio Canopies 


Attractive patio roofs can be 
made with transiucent plastic 
glass, which is easily worked with 
hand tools. 

A new KD carport consists of 
either two or four supporting pi- 
lasters made of angle steel with 
an aluminum alloy roof. The 
standard unit is 10’ x 20’, but any 
number of the units may be joined 
to form a modernistic-looking pa- 
tio canopy. 


This California-originated 


Wall of Glass 


Glass walls that tie in indoor 
living areas with the outdoor 
patio are becoming popular. There 
are at least 20 manufacturers of 
glass walls, including: plate glass 
units; insulating glass units and 
combinations of sliding glass walls 
and doors. 


Outdoor Recreational Needs 


Dealers are also successfully 
selling children’s gymnasium sets; 
play houses; swimming pools and 
a wide variety of outdoor games 
like croquet sets, volley balls and 
nets. 





Dealer Pointer 





Outside Display Makes 
Fencing an Impulse Item 

Located in a thriving farming 
area, the Butler (Ind.) Lumber Co. 
finds that this outside display of 
fencing pays off nicely. 

C. C. Cool, co-owner, says farm- 
ers will often come to the yard for 
building materials and also buy 
some fencing as an impulse item. 

The wooden snow fencing and 
wire ferce rolls are resting on old 
railroad ties to keep them away 
from ground moisture. 
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COFFMAN 


STOCK SIZES 
FOR MOST EVERY 
BUILDING NEED! 


Thousands of Building Supply Dealers sell 
ornamental iron at every opportunity. They 
stock and sell with complete confidence 
Many dealers pushing Coffman in 1953 
reported bonus sales in excess of $5,000 
and $10,000 —sales they had been missing 


all years previous 


IT’S AS SIMPLE AS 


. 
RAILINGS: You order and stock Coffman railings 


just like any shelf item. ALL Coffman railings fit standardized 


steps——7" riser x 12” tread—plus many off sizes. For 
special sizes, the builder fills in the simple Coffman Rail-O- 
Graph form. These forms are available to you. Optional 


clamp -on ornaments provide a variety of attractive designs 


POSTS: ine 17 stoce heim 


designs of Coffman hand-wrought and 


cast posts are ALWAYS the right height 
for every job. Posts 8’ and 9 can be cut 
to fit, With “built-in-place” construction 
the builder hangs post to soffit with lag 


screws and pours concrete around legs 


TOP PROFIT: 


Coffman Ornamental tron is one of the top profit 
items in the Building Supply business. Priced to sell 


for homes from $8,000 to $50,000 


EASY TO SELL: 


Coffman Ornamental tron is easy to sell because it 
cuts your builder's labor and material costs and 
saves him time. In many coses Ornamental tron 
costs less than wood or brick, because it is a pack 


aged item— avoids high cost labor at the job site 


RAPID DELIVERY: 


Elimination of waiting for special work from local 


SELL NEW 
HOMES NOW! 


iron shops saves your builder time. And there is light 


ning delivery from Coffman to you 


R. G. Coffman Co. 


Dept. ALA ORLANDO, FLORIDA 
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REFRESHMENT BAR is popular with both employes and 
customers. 


Coffee Bar Builds Good Will 


Helps make friends and customers 
for Bowers Company of Tuscaloosa, Ala. 


J. Oviatt Bowers Company, Inc., Tuscaloosa, Ala., 
finds that a coffee bar, installed in a rear corner of 
the sales floor, increases employe efficiency and pro- 
duces customer good will at the same time. 

The bar, near the store office and adjacent to the 
power tool section and routine lines, is eight feet 
wide and fitted with coffee urn and sufficient cups 
and saucers for serving about a dozen persons at a 
time. 

It was installed primarily for the use of employes, 
since there is no place to obtain coffee in the imme- 
diate vicinity of the store. Employes are free to draw 
themselves a cup of coffee at any time. 

For those who prefer cold drinks, there is a cold 
drink machine adjacent to the bar. 

The coffee bar went over so well with employes 
that the company soon adopted a policy of inviting 
customers to have a cup. The company believes that 
the good will thus created more than offsets the cost 
of maintaining the bar. 

The coffee bar is especially valuable when the 
store entertains women’s and school groups on tours 
through the store. Every tour ends at the coffee bar, 
where extra utensils are pressed into service and 
employes pitch in to serve. 


Totem Pole Attracts Traffic 


This multi-colored, genuine In- 
dian-carved totem pole located in 
front of the Foley Lumber Co., 
Jacksonville, Fla., serves as an eye- 
catching advertisement for auto 
and pedestrian traffic. 

H. H. Grant, executive vice-presi- 
dent, says many of his customers 
comment on the unusual outdoor 
display which is an easy, informal 
way to start a sales talk. The totem 
pole was shipped to Florida from 
British Columbia, Can. 
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HOW TO PROMOTE SALES OF... 


>»nvernon Window Glass 


5 help dealers handling window 
glass increase their sales, the Pitts- 
burgh Plate Glass Company has two 
folders which can help promote the 
sales of Pennvernon Window Glass. 
To be used as give-aways in the store 
or as statement enclosures, these folders 


are filled with suggestions on the use 


of Pennvernon Window Glass for 
storm doors and windows, for replace- 
ment or modernization, as well as in 
new work. They are bound to remind 
your customers of many ways in which 
ihey could use Pennvernon Window 
Glass . . » and, also to impress them 


that your store is local “headquarters” 


for Pennvernon Window Glass. 

For more information on these 
folders—and the many other merchan- 
dising aids available to help you pro- 
mote sales of “Pennvernon” — just 
write to Pittsburgh Plate Glass Com- 
pany, 632 Fort Duquesne Blvd., Pitts- 


burgh 22, Pennsylvania. 





How to fix 
broken windows 


This “Do It Yourself” folder 
vovers in clearly-explained 
steps the entire replacement 
job. Use it with monthly state- 
ments ... and be sure to give 
one to every customer who 
buys a sheet of glass for re- 
placement. It is also a re- 
minder to the buyer to get his 
other glazing needs — putty, 
glazier’s points, paints, glass 
cutter and putty knife—at your 
store. 


Another colorful folder 
which shows many ways Penn- 
vernon’s fine visional qualities 
can add to the window beauty 
of all types of homes, large and 
small. The story of how care- 
fully Pennvernon is manufac- 
tured is briefly told and illus- 
trated. This folder also stresses 
the use of fine quality Penn- 
vernon Window Glass for storm 
doors and windows. 
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PAINTS GLASS 


PITTSBURGH 


IN CANADA: 
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Window Glass 


CHEMICALS - BRUSHES 


a? Se 


PLASTICS 


Siass 
CANADIAN PITTSBURGH 


FIBER GLASS 


COMPANY 


INDUSTRIES LIMITED 


(To obtain more data on advertised products see page 78) 





Firemen Kept Busy 
By Yard Fires 


Fast work by firemen and favor- 
able winds were credited with lim- 
iting the loss to $45,000 during an 
early morning fire at the Hialeah 
(Fla.) Lumber Co. recently. One 
spectator suffered an injured foot 
when an iron gate fell on him when 
a wall collapsed. Norman Guthrie, 
vice president and general man- 
ager of the firm, said about 20 car- 
loads of lumber were damaged or 
destroyed. The loss was partly 
covered by insurance. Another 
$50,000 worth of lumber was saved 
by fast-working firemen aided by 
a brisk wind which forced the 
flames away from it. 

Plans are being made to rebuild 
the building of the Pocatello (Ida.) 
Lumber Co. destroyed by fire last 
month, The loss was estimated at 
between $400,000 and $500,000. 
The loss is fully covered by insur- 
ance. A telephone switchboard op- 
erator reported the fire after phone 
lines destroyed by the fire went 
dead. 

Starting in the office of the M. 
C. Bailey Lumber Co., Northamp- 
ton, Mass., a general alarm fire 
threatened a business district be- 
fore it was brought under control. 
The fire had gained headway be- 
fore it was discovered and radio 
was used to call up additional 
equipment from neighboring com- 
munities. Although estimates vary, 
it is believed the loss would be 
$10,000. 


Truck Kills Yardman 

Edwin R. Lesneiwski, 40, a yard 
worker, was crushed to death re- 
cently at the Mid-City Lumber Co., 
Milwaukee, when a lift truck top- 
pled and he was pinned beneath it. 
Fellow employes said that the 
truck tipped for some unknown 
reason and Lesneiwski was pinned 
beneath it when he was thrown 
from the cab. 
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FIREMEN POUR WATER on lumber 
still untouched by fire to prevent 
further loss in the $45,000 fire at the 
Hialeah (Fla.) Lumber Co. More than 
{ million gallons of water were used 
by units from Hialeah, Miami Springs 
and Dade County before the blaze was 
under control. 





NDRLA Elects Officers 
At Fargo Meeting 


More than 325 retail lumbermen 
and 40 exhibitors were present at 
the North Dakota Retail Lumber- 
men’s Association convention held 
recently in Fargo. 

Harold L. Carlson of the O. E. 
Anderson Lumber Yard, Bismark, 
was elected president. He succeeds 
O. T. Olson, Independent Lumber 
Yard, New Rockford, who was 
named to the board of directors. 

Robert Parge of the Minot Lum- 
ber Co. was named vice president. 
Maynard Finch of Fargo was re- 
elected secretary, and John Alsop, 
Interior Lumber Co., Fargo, was 
reelected treasurer. Directors in- 
clude Chris Roholt, Thompson 
Yards, Mayville; and Dean E. Er- 
landson of the Erlandson Lumber 
Co., Hettinger. 


Sykes Harris Heads 
Bradley Flooring Sales 


Announcement of the appoint- 
ment of Sykes Harris as manager 
of hardwood flooring sales for the 
Bradley Lumber Co., Warren, Ark., 
was announced recently by S. B. 
Fullerton, company president. Har- 
ris will be associated with Forrest 
Girdner, sales supervisor of the 
hardwood flooring and pine trim 
departments. 

Harris, a University of Arkansas 
graduate, has been district man- 
ager of the Equitable Life Insur- 
ance Co., Fort Smith, and vice pres- 
ident of Michey Lumber Co., 
Warren. His father, the late V. B. 
Harris, was a Bradley employe for 
38 years. 


Varied Program at 
Tennessee Convention 


A program covering everything 
from newspaper advertising to new 
techniques for building homes was 
presented to the nearly 300 dealers 
attending the 29th annual conven- 
tion of the Tennessee Building Ma- 
tcrials Association, March 23-25 at 
Memphis. 

Everett B. Wilson, Washington, 
director of public relations, Na- 
tional Retail Lumber Dealers As- 
sociation, chided the dealers for 
the relatively small amount of 
money they spent in advertising. 
Wilson said that to keep up with 
other retailers the lumber dealer 
should spend 114% of his sales for 
advertising instead of the 8% 
present national average. 


Clarence A. Thompson, Cham- 
paign, Ill., chairman of the Lum- 
ber Dealers Research Council, and 
Raymond H. Harrel, professor of 
research. University of Illinois, 
explained the new Lu-Re-Co panel 
system developed to fight prefab 
competition. 

Gordon J. Lawler, managing edi- 
tor, American Lumberman, moder- 
ated a better merchandising panel 
on the final day of the convention. 
Panel members included Donald R. 
Brann, Easi-Bild Pattern Co., E. F. 
Longinotti, vice president, Union 
Planters Bank, Memphis; Clark 
McDonald, Central Woodwork, 
Memphis, and W. S. Sexton, City 
Lumber Co., Knoxville. 


New directors elected included 
Clay M. Rose, Elizabeth; Chas. W. 
Scheffer, Nashville; J. J. Whitley, 
Covington; Andrew Brooks, Kings- 
port and Harvey Foskett, Galliton. 
W. S. Sexton, Knoxville, president, 
and other officers and directors re- 
main unchanged. 


Buyer's Market Keynotes 
Intermountain Meeting 


More than 700 lumber dealers at- 
tended the 11th annual three day 
convention of the Intermountain 
Lumber Dealers Association held 
in Salt Lake City last month. Im- 
portance of greater service to the 
customer, now that it’s a buyer’s 
market, was the keynote of the 
meetings and emphasized by the 
speakers. 

Delegates from five _ states 
elected A. E. “Ted” Anderson, Jr., 
vice president and manager of the 
Anderson Lumber Co., Salt Lake 
City, president. He succeeds Earl 
D. Caslin of Burley, Ida. 

Other officers elected were: V. 
B. Belnap, Ogden, Utah, and Max 
E. Kerr, Idaho Falls, vice presi- 
dents; Elmer S. Pickett, of St. 
George, secretary-treasurer. New 
directors elected are J. R. Coffin, 
Elko, Nev., and Leonard A. Wright, 
Idaho Falls. 
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Knightly Salesman Spearheads 
Your Temlok Sheathing Sales 


This colorful character will help you sell more 
Temlok® by demonstrating in a whimsical yet con- 
vincing way the advantages of Temlok Sheathing. 
Part of a unique, new advertising campaign, this 
knight rides into the April issues of The American 
Home and Better Homes and Gardens to tell your 
prospective customers the Temlok story. 

Although the days of knights-in-armor, tourna- 
pivered and er 7 oe ments, and dragons are long past, men are still con- 
re Grafty halls cerned with the comfort of their “castles.” An in- 
creasing number of home buyers are demanding 
“brand name” materials in their new houses be- 
cause they recognize these nationally advertised 
products as a guarantee of quality, 
Nation-wide acceptance has been achieved for 
Armstrong's Temlok Sheathing by a combination 
of forceful advertising and an unusually fine prod- 
uct. New improvements in the manufacture of 
Temlok make it a stronger sheathing than ever be- 
fore. Your builder customers will like its increased 
moisture resistance, too. Point out these improved 
product characteristics to your customers. They 
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oe to your ire 
0 " 


ig a stron lati 


‘ \* 

= Temlo tra ait. 
Armstrone eg it adds ex maintail eve  aded rigid 
. al ua 


ity For helpful ideas and display materials to aid 
fiber se cot wr eenlok can be 1 you in promoting Temlok, write Arm- 
Aditi! Temic sheets ‘ - ™ » aw , 
ear Found: TO to — installation © Ht the m8 oh strong Cork Company, 3704 Reiker Ave- 
vs Ww ° . 
“ m nue, Lancaster, Pennsylania, 
LoK 


elev 


of armstrons * - 


NG 


py the moor 
je 


ARMSTRONG’'S TEMLOK 


The name that helps you sell 
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MANUFACTURERS IN THE NEWS 





A HOME CRAFTSMAN CHECKS A SMALL CHEST DRAWER, easily con- 
structed with the versatile new Shopsmith Mark 5, the first dial-your-job multi- 
purpose power tool for home use which was introduced at the New York Do-It- 
Yourself Show last month. The machine has no exposed belts or pulleys. Its % 
hp motor makes it possible for the average home owner to handle heavy framing 
lumber or big plywood easily with a 9” saw. 


New Shopsmith Made for 
Do-It-Yourself Market 


The new Shopsmith Mark 5, man- 
ufactured by the Magna Engineer- 
ing Corp., Menlo Park, Calif., was 
introduced recently at a New York 
do-it-yourself show. R. L. Clark, 
president of the company, says the 
multi-purpose woodworking tool is 
designed specifically for the do-it- 
yourself homeowner. 

The Mark 5 replaces the original 
Shopsmith and includes all the ex- 
clusive features of the first model, 
of which more than 150,000 were 
sold. Delivered as a complete unit, 
the new Mark 5 is fully assembled 
and ready to plug in and work as a 
sander, saw, drill press, lathe and 
horizontal drill. 

The new Shopsmith has a com- 
pletely enclosed automatic drive 
there are no belts or pulleys. By 
turning the speed dial the correct 
speed for each operation is set in- 
stantly. “You want to saw, you dial 
SAW; You want to sand, you dial 
SAND, and that’s all there is to it,” 
Clark said. 

For added safety, all controls are 
mounted on-the front of the ma- 
chine and the switch is protected 
by wings making it eas; to shut the 
machine off, but impossible to start 
with an accidental bump. 


Paint Roller Week 


National Paint Roller Week— 
starting April 25—will give dealers 
and distributors an opportunity to 
capitalize on spring painting busi- 
ness, announces Earl E. Thomas, 
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president, National Association of 
Paint Roller Manufacturers. A com- 
plete kit of multi-colored promo- 
tional aid~ will be furnished free 
of charge by association members 
to all dealers who request it through 
their regular jobbers. 


Maintain Production 
Despite Mill Fire 


The main plant of the Birds Eye 
Veneer Co., Escanaba, Mich., has 
absorbed the production of the 
Green Mill which was destroyed by 
fire last month at an estimated loss 
of $250,000. About one-fifth of the 
company’s total production of ve- 
neer was handled by the Green Mill 
addition, across the street from the 
main plant. 

Russell Lee, company treasurer 
and assistant manager, said the mill 
will not ‘be rebuilt. The unemployed 
men will be given work in the main 
plant when another veneer machine 
is started. 

The fire, caused by an overheated 
grinder motor in the engine room, 
was discovered at 8 a.m. and spread 
rapidly. A strong wind endangered 
the main plant when burning em- 
bers were whipped across the street, 
but these roof fires were quenched 
by men armed with brooms and 
buckets of water. 

Birds Eye leased the Green Mill 
shortly after the close of World War 
II, and bought the structure five 
years later. Destroyed in the fire 
were two veneer machines, mill 
machinery and a quantity of veneer 
in storage. 


National Ads Announce 
Home Re-Doing Contests 


Congoleum-Nairn, Inc., manufac- 
turer of floor and wall coverings, 
has announced a national consumer 
and dealer contest to select the 
“Kitchen of the Year.” The April 
and May issues of American Home 
and Successful Farming carry the 
announcement in full-page, four 
color ads. 


Contestants must re-do their 
kitchen floors with Gold Seal tile 
and complete a statement on an 
entry blank—available only at Gold 
Seal dealers — explaining why he 
chose the product. The contest 
closes July 31 and the floor tile must 
be purchased after March 20, 1954. 

Prizes will be awarded on the 
basis of the decorative and practi- 
cal value of the floor to the kitchen 
and the aptness and originality of 
the statement. First prize is $5,000; 
ten second prizes are automatic 
laundry dryers; ten third prizes are 
automatic washers, and there will 
be 50 steam irons as additional 
prizes. 

This contest dovetails with the 
$10,000 Rural Home Improvement 
contest sponsored jointly by the 
National Lumber Manufacturers 
Association and Country Gentleman 
magazine. The contest began in 
February and offers five national 
prizes—$2,500, $1,000 and three 
$500 prizes—in addition to two 
prizes for winners in each state. 
The contest awards these prizes to 
the most ingenious home improve- 
ments which were begun in 1954 
and completed by August 1 of this 
year. 

In both contests, contestants are 
urged to see their local dealer and 
the contests are tailored to the deal- 
ers best opportunity for business in 
1954 — remodeling and renovating 
to help offset the expected drop in 
new home construction. 


DuPont Ads Stress 
Odorless Oil Paint 


To stimulate interest in its new 
line of odorless oil paint in what is 
normally the slack painting season 
E. I. du Pont de Nemours and Com- 
pany’s Finishes Div. has launched a 
large-scale newspaper campaign for 
its new line of odorless paint. 

The campaign, now appearing in 
1)2 newspapers, is planned by du 
Pont to get across as fast as pos- 
sible the odorless quality of its new 
line which makes painting practical 
the year round. The impact of the 
drive is intended to be at the tag- 
end of the winter season before the 
traditional spring surge of house 
painting gets underway. 


(continued on page 50) 
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How to Do More Business 
With the Home Owners 
in Your Area 


If you want more consumer business, HOME 
Maintenance & Improvement magazine will 
bring it into your yard efficiently at low cost. 


HOME Maintenance & Improvement is a 
publication designed to encourage the con- 
sumer to properly maintain and improve his 
home by providing information essential to 
either hiring it done, or doing it himself. 


At your direction, we will mail this maga- 
zine to the home owners you select as the most 
likely prospects for home maintenance and im- 
provement in your area. And, we will print 
the name and address of your company prom- 
inently on the front cover. 


Thus, whatever interests the consumer, in 
HOME Maintenance & Improvement, his in- 
quiry will be directed exclusively to you—as 
the dealer who sent him the magazine. 


Does it work? It sure does! Although the 
magazine has been published for only two 
years, already over 1,600 lumber and building 
product dealers are buying our service, and 
sending HOME Maintenance & Improvement 
to more than 400,000 consumers each issue. 
And 95% of these dealers renew the service 
each year! 


The magazine is edited to meet the seasonal 
needs of home owners through these four is- 
sues each year: Summer—June Ist, Fall— 


September lst, Winter — December list and Maintenance & Improvement magazine as soon 
Spring—March Ist. as possible! 


To do more business with the home owners Address your letter as indicated below, and 
in your area this spring and summer—get the we will send you full information and a sample 
facts TODAY, and get started with HOME copy of the magazine by return mail. 





Maintenance & Improvement 


Room 2001, 139 N. Clark St., Chicago 2, Illinois 


(Also publishers of American Lumberman and Building Products Merchandiser) 
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Mill-Packaged Plywood 
Pleases Dealers, Buyers 


Supermarket merchandising tech- 
niques have been applied to selling 
plywood by the St. Paul & Tacoma 
Lumber Co., Tacoma, which has 
announced a new line of plywood 
specialties packaged at the mill. The 
packaging idea ties in with the 
streamlined merchandising tech- 
niques adopted by many retailers to 
build sales and profits. 

The complete line of Tree Life 
packaged specialty panels include 
Plyaloy pre-cut siding, Texture 
One-Eleven, Moire brushed ply- 
wood, Knotty Pine plywood and 


select cabinet stock. Packages are 
labeled for easy identification. Ap- 
plication and finishing data is en- 
closed inside each package. 

The most significant reaction is 
the fact that many dealers report 
packaged plywoods more saleable. 
Customers like the protection of- 
fered by packaging because it cuts 
waste, damage and spoilage. Pack 
aging also simplifies reordering. 
Once builders found that the mate- 
rial was sold by the package rather 
than a thousand-foot basis, they too 
found buying by the package helps 
ordering and estimating. 

Dealers found packaging simpli- 
fied storage and handling and vir- 
tually eliminated soiled or damaged 
panels. The fact that material is 
sold by the package, rather than the 
traditional board measure helps in 
ordering and inventorying. 


New Thompson Falls Mills 


A unique sawmill, housed in three 
buildings instead of the usual one, 
has been built by the Thompson 
Falls Lumber Co. and expects to be 
shipping lumber this month. The 
new plant, located at Thompson 
Falls, Mont., replaces one destroyed 
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by fire in 1952. The new mill is 
equipped to saw, dry and plane lum- 
ber up to 36’ in length. 

One building houses an 8’ double- 
cut bandmill and filing room, an- 
other a 25” round log gang saw, and 
the third the edger and trimmer. 
All machinery decks are 16’ above 
ground level to permit easy clean- 
ing, permit accumulation of debris 
and help reduce fire hazards. 


Jalousie Manufacturers 
Establish Committees 


Representatives of almost 40 ja- 
lousie manufacturing companies in 
the U.S. were present at the first 
annual meeting of the newly formed 
Jalousie Manufacturers of America, 
Inc. in New York City last month. 

Aimed at improving relationship 
among jalousie dealers and to pro- 
mote the use of the windows na- 
tionally, JALNA has voted to estab- 
lish committees on standards, ethics 
and public relations. 

Officers elected by the board of 
directors include: William J. Math- 
ews, Pro-Tect-U Jalousie Corp., 
president; Benjamin Catania, Na- 
tionwide Aluminum Products, Inc., 
vice president, and Arthur Silver- 
man, Union Machine Co., secretary. 


Columbia Plywood Opens 
Southern Sales Branch 


Columbia Plywood Co. of Seattle 
and Kalama, Wash., producers of 
Douglas fir plywood and the re- 
cently introduced Kalabord and 
Kalatex hardboard paneling, an- 
nounces the establishment of a 
new southern states branch office. 

Robert W. Clark, 603 Sterick 
Building, Memphis, Tenn., is han- 
dling the sales representation for 
Columbia Plywood Co. in the 
southeastern United States. 
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Companies Announce 


E. W. Donahue, president of the 
Wabash Screen Door Co., maker of 
stock screen goods and storm sash, an- 
nounces the election of Wilton M. 
Steinbauer as vice-president in charge 
of sales and Robert J. Donahue as as- 
sistant to the president. 


Charles M. 
Hines, president, 
Edward Hines 
Lumber Co., Chi- 
cago, announces 
the appointment 
of Charles A. 
Mitchell as gen- 
eral sales mana- 
ger of the retail 
division of 27 
yards and a mill- 
work plant. Mit- 
chell joined Hines 
been sales mana- 
home construction 


Mitchell 


in 1937 and has 
ger of the new 
section. 


Reynolds Metals Company’s new 
Robert P. Patterson aluminum reduc- 
tion plant, Arkdelphia, Ark., is now in 
operation, according to J. Louis Rey- 
nolds, vice-president. The facility has 
an annual capacity of 110 million 
pounds of virgin aluminum; its opera- 
tion gives Reynolds an annual produc- 
tion capacity of 829 million pounds. 
The firm’s LaQuinta alumina plant, on 
Corpus Christi Bay in south Texas, 
now is substantially complete. It will 
produce 1,000 tons of aluminum daily. 


The $2 million addition to the Hamp- 
stead, Md., branch plant of the Black 
& Decker Manufacturing Co. has 
started operation, according to Alonzo 
G. Decker, president. The new addition 
more than doubles the size of the 
original branch plant for one of the 
world’s largest makers of portable 
electric tools. 


Ralph G. Taylor has been named 
assistant director of public relations 
for the Long-Bell Lumber Co., at 
Longview, Wash. Taylor, who has been 
with Long-Bell 30 years, will edit the 
company magazine, The Log of Long- 
Bell. 


By a , 


U 


SEIDLITZ COLOR HARMONY CENTER, a new merchandiser for the Seidlitz 
Paint and Varnish Company's products, was unveiled by president G. R. Seidlitz 
at the firm's annual sales meeting in Kansas City, Mo. The center contains 225 


selected colors available in the firm’s complete line of oil, alkyd and latex rubber 


base paints and enamels. 
selected. 


Zach color is mixed at the time of sale in the finish 
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Government Orders 
May Help Tacoma 


TACOMA — Quiet still is the 
dominant feature of the lumber 
market throughout this area. How- 
ever, there are several factors that 
are contributing to give an encour- 
aging note to the situation. One is 
the announcement from Washing- 
ton, D. C., that orders soon will be 
placed for another $3,000,000 worth 
of lumber and sawmill products, in- 
cluding plywood, for use in the Ko- 
rean rehabilitation program. 

Members of Washington’s Con- 
gressional delegation at the national 
capitol say that they have been ad- 
vised by the Foreign Operations 
Administration that orders are ex- 
pected to be placed by July 31 and 
that deliveries are to be made by 
the first of next year. Indications 
are that the orders will run between 
30,000,000 and 40,000,000 board 
feet. This would supplement the 
award of 18 contracts, totaling 
$2,064,281, announced in mid March 
by the Corps of Army Engineers. 
Those contracts were for supplying 
31,000,000 board feet of lumber for 
shipment to Korea. A number cf 
Pacific Northwest firms are partici- 
pating in filling those contracts. 

State employment officials report 
that a general resumption of log- 
ging, lumbering and construction 
activities with the advent of milder 
weather has resulted in a sharp 
decrease in the number of men ap- 
plying for unemployment compen- 
sation. 


Market Is Weak 
In Seattle Area 


SEATTLE—The month of March 
brought strong efforts to hold the 
price line despite an indifferent de- 
mand. The effort was fairly suc- 
cessful as few actual changes are 
noted, but the market is weak in 
most items except shingles. Green 
fir dimension is variously described 
as the same to $1-$3 weaker. Most 
traders stress that if the order fits, 
mills will dicker on price. The 
transit market is dropping. Dry 
hemlock is “hanging.” Fir plywood 
dropped twice, from $85-$80 basic 
and then to $76. Over production is 
blamed for the drops. 

Shingles are a bright spot in the 
market picture. With productior, 
estimated at 60% of capacity, de- 
mand is good. All low grade shia- 
gles are scarce particularly No. 2 
perfections and XXXXX. Prices 
are firm to a little higher. Cedar 
siding items are holding, but during 
the month they went up and down 
and prices at the mills differ. Desir- 
able orders are sought and conces- 
sions are made in many instances. 
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Cedar finish is hard to get. 

Pines and spruce are steady but 
low grade pines require some sell- 
ing effort. Spruce dealers are ex- 
pecting a lot of air dried stock soon. 

Another encouraging market de- 
velopment is exports to South Af- 
rica and Australia which this year 
have exceeded lumber exported 
from Canada. A year ago the situa- 
tion was reversed. Local mills 
shared in two government orders 
for construction lumber, one for 38 
million feet and the second for eight 
million, both destined for Korea. 


Keen Competition 
At Kansas City 


KANSAS CITY — The lumber 
business in the southwest was 
active in the first three weeks of 
March as retailers bought ahead to 
augment low inventories because of 
reports of substantially increased 
building planned for the summer. 
After a. partial build-up of stocks. 
business with the mills slowed and 
it was at a lower level during the 
last week of March and the first 
week of April. 

As result of this setback in sales, 
mills began a vigorous sales cam- 
paign to get business. Competition 
has not been as keen in years, it was 
said, and those mills that had 
started to build up inventories with 
the first spurt in business late in 
February and early in March found 
themselves with surplus items. On 
these surplus items price conces- 
sions were in evidence. 

Mills reported a wider variation 
in price lists than in a long time. 
For instance, on No. 2 kiln dried 
boards, the eight-inch grades 
ranged from $78 to $82 per thou- 
sand board feet. Normally a $2 
spread exists, but not often is the 
spread as much as $4. In addition, 
mills were granting discounts of $2 
to $3 on straight car orders in an 
effort to move some of the surplus 
items. It was said that the lumber 
business is getting back to its old 
cut-throat competitive condition. 
Weather has been good and mills 
are turning out a great deal of 
lumber. 

The Federal Reserve bank of 
Kansas City said that retail lumber 
sales at 184 line yards in seven 
southwestern states in February 
were 2% larger than a year ago. 
Even with this gain, the two-month 
total still trailed the 1953 total by 
7%. Inventories of these yards 
were 12% smaller than a year ago. 

The Trans-Missouri-Kansas Ship- 
pers board estimates that lumber 
movement by rail in the three 
months ending June 30 in its area 
(Missouri, Kansas and adjacent 
parts of Arkansas, Oklahoma and 





Illinois) will require 10,285 cars, 
compared with 11,428 cars in the 
like 1953 period, or a decline of 
10%. 


Market Slow 
at Baltimore 


BALTIMORE—Lumber yard op- 
erators report business still some- 
what on the dull side, particularly 
those which have been tied closely 
to the ship repair industry. But 
even those during the past month 
have benefited by some unexpected 
business due to the New York port 
strike diverting numerous ships to 
this port, and the added business 
aided in turn some of the yards, 
The increase, however, was nothing 
to be excited about, and nothing to 
bank on for the long run. 

But yards closely connected with 
house building are in better condi- 
tion, for building permit figures 
show an increase over 1953 which 
was a boom year. And industrial 
and commercial work is picking up 
now that spring is here. 

The southern pine situation has 
not improved from a month ago, and 
lumber people see no betterment in 
the immediate future. 

Fir from the west coast is a little 
stronger, with delivered prices here 
up $2-$3 per M. 

February building permits, the 
latest figures available, show $14,- 
809,971 for the Baltimore metropol- 
itan district, with $11,271,058 des- 
ignated for home building. The 
two-month total this year is $35,- 
203,627, of which $25,547,278 is for 
home and apartment construction, 
both figures being ahead of 1953. 


New Products Coming 
From Leftover Wood 


Plants are now under construc- 
tion or operating in the Douglas 
fir region of Oregon and Washing- 
ton which will convert leftover 
wood into many new products, 
ranging from fertilizers to new 
wood panels. 

Many hundreds of new jobs will 
be provided by industry and mil- 
lions of dollars will be and are in- 
vested in these modern processing 
factories, according to Roy F. 
Morse, Longview, chairman of In- 
dustrial Forestry Association. 

Morse cited as examples a plant 
soon to be built at North Bend 
which wil) convert planer-mill 
shavings treated with synthetic 
resin into a new particle board, 
first of its kind in the nation. 

Another plant in Lane county 
has been built by a sawmill firm 
and is improving a process for con- 
verting leftover wood into a mulch 
land extender with fertilizer prop- 
erties injected, he said. 
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Lumber Prices at Press-Time 


The following index is intended merely as a check on buying practices. It is 
a compilation and average of mill prices at press time and should not be con- 
sidered as current on the day the magazine is received. The prices should be 
useful in following market trends and as a check on purchases made approxi- 
mately ten days before receipt of the magazine 


DOUGLAS FIR 


Vertical Grain Flooring 


B&Btr Cc D 
.160.00 155.00 89.00 


Fiat Grain Floring 


1x4 ; 2 12 
14 


00 75.00 
1x6... 150.00 


1 
2.00 105.00 
Drop Siding 


1x6 (Pat 5 00 142.00 


107.00 
x6 (Pat 142.00 


107.00 
Celling 


x4 .. -«+ee120.00 118.00 70.00 
1x4 segeoetasban 110.00 70.00 
Boards and Shipiap and 2” (Green) 
1x6 1x8 1x10 1x12 
No. 1 ...++.+.72.00 75.00 74.00 77.00 
No. 2 ....«++-67.00 70.00 69.00 70.00 
No. 3 46.00 50.00 48.00 48.00 
Ne. 1 Dimension 
12’ 14’ 16’ 18’ 20’ 
2x 4 77.00 78.00 81.00 80.00 
2x 6 77.00 78.00 79.00 79.00 
2x 8 79.00 79.00 78.00 78.00 
2x10 78.00 78.00 177.00 77.00 
2x12 77.00 78.00 79.00 79.00 79.00 


No, 2 Dimension 


67.00 68.00 71.00 70.00 70.00 
2x 6 67.00 68.00 71.00 69.00 70.00 
2x 8 67.00 67.00 66.00 66.00 66.00 
2x10 66.00 66.00 66.00 65.00 64. 
2x12 62.00 63.00 64.00 64.00 64 


No. 8 Dimension K/L 
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. 45 
..44 
.-41 
- +41 
‘Aaa $10-$12 for ‘dry lumber) 





RED CEDAR SHINGLES 


Royals 
No, 1 2 4/2 
No. 2 
No. 3 


Pertections 

No. 1 

No, 2 

No, 3 
XXXXX 

No. 1 

No. 2 

No. 3 





WESTERN RED CEDAR 
Prices for red cedar sidi in mixed 


ears, new bundling, @ to 10 are: 
Beveled Siding, % Inch 


Clear 
%x4 inch 
ie inch 
x6 inch f 
x8 inch 125.00 120.00 


Clear Bungalow Siding, % Inch 


8 inch H+ 00 150.00 
10 inch 180.00 175.00 
12 inch 185.00 175.00 


Finish B and Btr, 82 or 45, 
@ to 16° or Reugh 


235.00 
. 245.00 
. 2756.00 


Celling or Flooring, B and Btr, W to 1@ 


B&Btr. Cc D 
CO a .»++1T5.00 110.00 90.00 
lx¢ eeeeeseell5.00 110.00 90.00 
Discount on mouldings, 6’ to 20’ odd 
lengths 
Series 8,000 


Listing under 4.00-—list it'd 36% 
ee 4.00 and over—lfst plus 35% 
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WESTERN PINES 
Ponderosa Pine 


oe a 


6/4 hw 8/4 RW 
230.00 230.00 


Selects 
25 or 48 
C&Btr RL 


Shop, 828 


4/4 RW 
220.00 


No. 1 No. 2 
-140.00 105.00 
138.00 103.00 
Commons, $2 or 48 
Btr. . No. 4 
ix 8RL... 


& 
-116.00 52.00 
1x12 RL ....120.00 


Idaho White ‘Pine 

Selects 82 or = 
1x6 1x8 1x10 
C&Btr. RL abe 00 260.00 250.00 270.00 
D RL 320 00 220.00 220.00 240.00 
Commons, 82 or 48 
v No. 1 No. 2 No. 3 
145.00 135.00 105.00 

Sugar Pine Selects 82 or 45 
44RW 5/4 RW 
B&Btr. RL “380. 00 276.00 
C RI 265.00 
235.00 


6/4 RW 
275.00 
265.00 

225.00 235.00 

Shop, 828 


. No.1 No.2 No.3 
B/4 nv ceeeveeeeee182,00 105.00 80.00 
“3 132.00 105.40 80.00 





OAK FLOORING 


Clear Pin #)x2y x14 Y%x2 
White 180.00 56.00 


Red 185.00 165.00 
Sel. Plain 

White 1$5.00 

Red 170.00 
#1 Com. 

White 150.00 

Red 156.00 
#2 Com, 


160.00 
165.00 


+," White 
& Red 110.00 75.00 


15” Shorts 

#1 Com. 

& Btr. . 115.00 85.00 
# 2 Com. . 80.00 60.00 





SOUTHERN PINE 


Vertical Grain Flooring 
B&Btr. Cc 
lx4 Heart 
Flat Grain Flooring 
ix4 Sap 
1x6 


Drop Siding 

1x6 (Pat 06) 175.00 

1x6 {Pat $78} 138:b0 
Boards & Shiplap 

x6 13 

No. 1 ...90,00 2. yy 

No, 2 ...73.00 

No, 3 ...58.00 és: 00 
No. 1 Dimension 

12’ 14° 

2x 4 87.00 88.00 

2x 6 87.00 89.00 

2x 8 90.00 90.00 


2x10 97.00 98.00 
2x12 167.00 107.90 


No. 2 Dimension 
2x 4 80.00 
2x 6 73.00 
2x 8 70.00 
2x10 86.00 
2x12 78.00 


No. 8 Dimension R/I. 
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REDWOOD 


Bevel Siding 


%x 4 V.G. Clear All Heart... . 

%x 6 V.G. Clear All Heart... 

. Clear All Heart 

Clear All Heart 

. Clear eart..... 

. Clear A 1 
Clear All 

. Clear All Heart... 

. Clear All Heart.....20 

. Clear All Heart 

grade V.G. Redwood Siding 
$5. rt} , 2 for “%, % and % in above sizes. 


iF 
) 
oo 
< 


Ree 
e 2 ot Aone 
S00 


PS 
“* 
<aedea< 


QQALOHLO 


x 
a 


> 


Anzac Siding 


1x10 V.G. Clear All Heart. 
1x12 V.G. Clear All Heart 
Note: Deduct $15.00 for A Grade. 


Finish 


ix 4 Clear Heart 
ix 6 Clear Heart 
ix 8 Clear Heart 
1x10 Clear Heart 
1x12 Clear Heart 





WESTERN HEMLOCK 


Vertien! Grain Fleoring 


Fiat Grain Flooring 
124.00 


Drop Siding 


1x6 (Pat. #106) 142.00 
1x6 (Pat. #116) 142.00 


Ceiling 


and 


Ix8 1x10 
. 70.00 

me 00 65.00 

No. 50.00 


No, 1 Dimension 
12’ 
2x 4 72.00 
2x 6 72.00 
2x 8 74.00 
2x10 73.00 
2x12 72.00 


No. 2 Dimension 
62.00 
62.00 
ae 
2xi0 61. 
2x12 57.00 58.00 59.00 


No. 3 Dimension R/L Only 





ENGELMANN SPRUCE 


Roards and Shiplap (dry) 
1x6 1x8 
No. 2&Btr 106.00 106.00 + 
No. 3&Btr 70.00 76.00 


No. 1 Dimension 


2x 4 
2x 6 
2x10 
2x 8 
2x12 


No. 2 Dimension 


2x 4 61.00 61.00 
2x 6 60.50 60.50 
2x 8 60.50 60.50 
2x10 62.50 62.50 
2x12 65.50 65.00 


Mills are now grading boards as No. 2 


and No. 3 common. Mills do not grade 
out No. 3 Dimension as in Fir. 
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be 


NEW 


Flexiview Picture Units 

The new Flexiview Picture Win- 
dow is offered in 3’-5", 3’-8”, and 
4’-1” widths. All widths are 4'-714” 
high. The picture units are made 
with exactly the same frame mem- 
bers as Flexivent Units, and can 
be assembled into Windowalls 
built up by joining the two types 
of units. The Flexiview Picture 
Unit is a packaged unit. It is faé- 
tory assembled and glazed either 
with quality window glass or with 
Andersen welded double insulat- 
ing window glass. Removable 






























double glazing panels are also 
available for this unit. Andersen 
Corporation, Dept. AL, Bayport, 
Minn. 














For more data circle No. 1 on coupon, p. 78 










All Wood Awning 

The Easy-Awn Awning is a ven- 
tilated wood awning which fea- 
tures a clip-on method of’ assem- 
bly. It can be installed in minutes 
and left on permanently, or it can 
be disassembled and conveniently 
stored for the winter, claims the 
manufacturer. The only tool nec- 
essary to install this awning is a 
screw driver and it can be painted 
to harmonize with your home col- 
oring. Crandall Products Co., 
Dept. AL, 317 W. Erie St., Chicago 
10, Il. 


For more data circle No, 2 on coupon, p. 78 


















PRODUCTS 









Plastic Tape Roll 

A new economy-size roll 
“Scotch” brand 33 plastic tape 
offers consumers a 260 by 3%,” roll 
of the tough vinyl plastic tape for 
both non-electrical and electrical 
uses in the home. Retail price is 
89c per roll. The tape is listed by 
Underwriters Laboratories. Dur- 
ing use it resists water, oil and 
chemicals, and withstands tem- 
peratures up to 175° F., claims the 
manufacturer. Minnesota Mining 
and Manufacturing Co., Dept. AL, 
900 Fauquier St., St. Paul 6, 
Minn. 

For more data circle No. 3 on coupon, p. 78 


of 


Screening Spline 


Wynene 14 Spline is a fastener 
for sealing screening to frames. It 
is highly resistant to weather and 
fungi, is not attacked by acids, 
alkalis or other chemical agents, 
can’t rust and has light, heat and 
dimensional stability, claims the 
manufacturer. Working samples 
of Wynene 14 Spline are available 
at no cost upon request. Available 
in diameters from .090 to .320. 
National Plastic Products Co., 
Dept. AL, Odenton, Md. 

For more data circle No. 4 on coupon, p. 78 
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BRAZILIA 









Kiin Dried Worked 


Phones: 8-8747 - 5-119! 









Air or Kiln Dried, Rough or Surfaced Two or Four Sides, Random 
or Stock Widths, Random Eight to Eighteen Foot or Special Lengths 


Paneling, Casing, Base and Jambs 


CAR OR TRUCK LOADS—Quotations on receipt of your specifications 


THE FRANK A. CONKLING COMPANY 







N PARANA 


to Pattern Mouldings, 


a Memphis 3, 1 

























Fast shipment 
.»» dependably to your exact 
needs in West Coast Douglas 

Fir, WCLB grade stamped, 
anti-stain treated, 
Let us show you. 


Air-Kine 


MANUFACTURING CORP. 


TIGARD, OREGON 








ASBESTOS 
SIDING 
NAILS 










Hassall threaded asbestos siding 
nails are the choice of contractors 
throughout the country. Made of 
bronze and steel with plated 
finish. Note threaded shank which 
guarantees maximum holding 
power. Made of #14 gauge wire 
(.082) in 1”, 1%”, 15s", 1%" lengths. 
Advise quantities. Prompt shipment. 


JOHN HASSALL, INC. | 


P. O. Box 2158 
Westbury, N. Y. 
Established 1850 
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(To, obtain more data on advertised products see page 78) 


-AT AL, Taya lay | NEW PRODUCTS 


(begins on page 53) 


is a potential PROSPECT for 
MORE PROFIT for YOU with 
@ NEW ENGLAND 


CARBIDE-TIPPED 


MASONRY BITS 


and you can SELL him 
with this 


NEW Counter 
MERCHANDISER 


“FREE 
with order 


Cash in on another salable item for 
the "Do-it-yourself" Trade. 2 styles of 
N. E, Carbide Tipped Bits for ALL 
KINDS OF MASONRY — Cyclo-twist 
for soft and medium hard materials 
and Cyclo-Core for hard materials: 
for holes from 4" to 6"; for hundreds 
of masonry drilling jobs around the 
house as well as the building trade. 
Merchandiser contains the following 
selection: 


1 each of the following Cyclo-twist Bits 
%'—%"—K"—%"—h"—%" 


for soft of medium masonry 


1 each of the following Cyclo-Core Bits 


me 06, cere 9 — 


for all types of hard masonry 
PLUS FREE COUNTER 
MERCHANDISER 
You sell them for $45.10 


You pay only $30.07 
YOUR PROFIT IS $15.03 


You can't double your money any easier 


SEND IN YOUR ORDER NOW! Put 
this colorful merchandiser on your 


counter and watch the sales 
be me 


N. E. CARBIDE TOOL CO., ; 
60C BROOKLINE ST., CAMBRIDGE 39, MASS 


Send No. CS-54 Masonry Drill Assort- 
ments with FREE Merchandiser to 








NAME 
STREET 
city 
MY JOBBER IS 








STATE —__n, 
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in polished 


Cylindrical Lock 


The new Kwikset “600” is a cy- 
lindrical lock stamped from heavy 
gauge steel and brass. It is preci- 
sion-fabricated and hand-finished 
and satin brass, 


chrome and bronze. A major inno- 


| knob 





vation in the new line is its duai- 


locking feature. Thus, when the 
button on the interior knob is 
pushed and turned, the interior 
turns independently, while 
the outside knob remains locked. 
When the interior knob is pushed, 
the exterior knob remains locked, 
but will unlock upon turning of 
interior knob. Other advances in 
the “600” line include: simplified 
cylinder reversing; an adjustable 
strike plate that allows adjustment 
to warped doors; self-adjusting 
knobs; feather-touch knob action. 
Kwickset Locks, Dept. AL, Ana- 
heim, Calif. 


For more data circle No. 5 on coupon, p. 78 


Aluminum Safety Tread 


A new metal safety stair tread 
is called the “Stairmaster’”. The 
tread is made with a permanent 
extruded lightweight aluminum 
alloy base in a standard nine-inch 
depth. The tread has 11 rows of 
firmly emhedded safety ribs con- 
taining diamond hard abrasive 
grains that provide anti-slip pro- 
tection. The Stairmaster has a 
14%” lip which covers and protects 


| the face of the stair tread. Screws 


| or combination 


screw and lead 
shield are used to fasten the tread 
to the stairs. The Stairmaster is 


| engineered to meet the safety re- 


(To obtain more data on advertised products see page 78) 


| Wooster 


quirements of insurance under- 
writers. Stairmaster, Dept. AL, 
Product, Inc., Wooster, 
Ohio. 


For more data circle No. 6 on coupon, p. 78 

















SIRES 


SPIRAL SPRING 
SASH BALANCES 
FOR 


Quick EASY 
INSTALLATION 


«++ ON THE JOB 
»+» AT THE MILL 


TENSION CAN BE 
ADJUSTED AFTER 


——ae 


BALANCE IS 
INSTALLED 





With adjusting tool provided, sprin 
tension can be tightened or loosene 
at any time .after sash is installed 
without removing attaching bracket 
from under side of sash. 

Patented coil spring climinates 
friction and rasp for smooth, quiet, 

sitive window lift—guaranteed 
S the life of the building. 


z= 1) Rf tat ni a ome Aa ig Sg atin emg ae srt On Rape een i = ee 
: A 


Complete range of sizes. 


“ADJUSTABLE 








CALDWELL CLOCK SPRING 
SASH BALANCES 


 & 4 


HEAD STYLE AT HEAD STYLE FT SIDE STYLE S 


TYPE 242 


Dotble-hung windows counter- 
balanced with Caldwell’s clock 
springs are guaranteed to give 
smooth, quiet, efficient operation 
for the life of the building. 

Simple locking device reduces 
costly installation time—narrow 
trim allowances save lumber for 
greater construction economy. 





CALDWELL 


65 Commercial St 


Wt Co OOP 


Rochester, N. Y 
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Wall Decoration 


A combination of a new product, 
Super Kem-Tone Applikay, and a 
specially designed twin roller 
make it possible to apply brocade- 
like designs to painted walls. De- 
signs are applied to surfaces first 
coated with Super Kem-Tone. Ap- 
plikay may be applied after the 
Super Kem-Tone has dried one 
hour. The fabric roller picks up 
the Applikay from a paint tray 
and distributes it evenly over the 
synchronized design roller in the 
process of application. The Appli- 
kay colors are sapphire blue, 
moonmist white, spun gold, sil- 
very gray, crystal green, frosty 
lilac, radiant pink and medallion 
yellow. The roller designs are 
jackstraw, falling feather, birch- 
bark, homespun and silken fleece. 
Rollers with different designs are 
readily interchangeable on the 
Applikay roller frame. Sherwin- 
Williams Co., Dept. AL, Cleveland 
1, Ohio. 


For more data circle No. 7 on coupon, p. 78 


- 


Packaged Fireplace 


The Air-Jet packaged fireplace 
is a self-contained unit. Cne of the 
features is the auxiliary heating 
circuit which insulates as well as 
doubles the heat output, states the 
manufacturer. Air-Jet features a 
black enamel front and the 30” 
firebox is constructed of heavy 
steel. General Products Company, 
Inc., Dept. AL, Fredericksburg, 
Va. 

For more data circle No. 8 on coupon, p. 78 
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GIVE YOUR SCREENS EXTRA VALUE 
WITHOUT PREMIUM COST... 


KEYSTONE 


INSECT WIRE SCREENING 





A GOOD MANY screen manufacturers have discovered they 
can offer a far more uniform and thoroughly dependable prod- 
uct by standardizing on Keystone Insect Wire Screening. And 
this is bound to be true because Keystone has just one aim... 
to produce screening that is unsurpassed for strength and for 
long, economical service life. 


You can have Keystone Insecr 
Wire Screening in your choice of 
aluminum, bronze or galvanized 
steel...and, of course, in any stand- 
ard width. It meets U. S. Dept. of 
Commerce Commercial Standard 
138-49. Order Keystone from your 
usual supplier for top screening 
quality and customer satisfaction. 
And write us for catalog giving 
full Keystone information. 

















WIRE CLOTH COMPANY 


HANOVER, PA * FOSTORIA, OHIO 


(To obtain more data on advertised products see page 78) 





here’s a 


BIGGER 
SALES! 


REDI-ROLLS! 


Big Town—Little Town —any Town— 
Richkraft Redi-Rolls make everyone a 
customer. Here, at last, is building paper 
at pennies per roll instead of dollars! 
An attractive merchandising carton 

uts these small 36"-100 sq. ft. rolls of 
Richkrafe Papers right out on the floor 
where your customers can see them — 
4 grades to choose from. 


Here is a “carry out” size roll that will 
appeal to every farmer, gardener, and 
do-it-yourselfer. Has 1001 uses around 
the home or farm— not just building or 
remodeling applications. For the first 
time, Richkeafe makes building paper 
a household item — not just a building 
aper. Get in on this huge spring mar- 
4 See your Richkraft distributor—or 
write us for his name. 
Send back the coupon and let us give you 
complete details on the Redi-Roll plan. 
We will help you start it and we make 
it easy to keep your supplies up-to-date. 





A few of the uses vy 
Redi-Rolls can be so 
y floor runners to pro- 
tect rugs ond carpets . 
e Wrapping trees and shrubs 
@ Throw-owey drop cloths 

@ Do it yourself building jobs 

@ Covering gorden equipment 
@ Mulching 

@ Insulation 

e Wrapping and storage 


Please send me complete details on Redi-Roll plan 
NAME __ 


ADDRESS 
TOWN____ 


@ Temporor 














THE RICHKRAPFT CO. 
510 N. Dearborn Screet 
Chicago 10, Illinois 


ZONE___STATE___ 








56 (To obtain more data on advertised products see page 78) 








| 60 cycle, AC moters. 








| NEW PRODUCTS 


| (begins on page 53) 


Combination Window Fans 


This Lau fan (Model 1252-1254) 
moves 1200 cubic feet of air per 


| minute at high speed and has 3- 


speed motor. The model shown 
(1252-1254) is the 12 inch size. A 
larger model in the exact same styl- 
ing is Modei 1652-1654, with 16 inch 
blades. And either of these fans 
may be had with adjustable metal 
spacer panels, or “Tilta-Breez” 


| easel stands, or “Porta-Breez”’ ped- 


estal stands on wheels. Also avuil- 
able is the popular Lau Model 2052- 
2054, in the same styling and com- 
plete with metal spacer panels for 
sash-type windows. All have 115V, 
Lau Blower 
Company, Dept. AL, Dayton 7, Ohio. 
For more data circle No, 9 on coupon, p. 78 


| Ornamental Rosettes 


Wilcox Rosettes and Overlays are 
designed to add a decorative touch 


| to entrance doors, shutters, window 


boxes and garage doors. These 
products are manufactured from 
soft textured, high altitude Pon- 


| derosa Pine and are toxic dipped to 
| retard warping and rot. 
| and design listing is available from 


A price 


the manufacturer. Wilcox Mill & 
Cabinet Company, Dept. AL, Lib- 
ertyville, Ill. 


For more data circle No. 10 on coupon, p. 78 


Chromatized Tile 


Enameled steel tile is now 
chromatized to provide additional 
resistance to corrosion. A special 
coating of zinc-chromate is ap- 
plied on the tile before it receives 
one of Vikon’s 26 decorator colors 
—the protective coating envelop- 
ing the steel tile. By coating the 
face and back of the tile and par- 
ticularly the edges, this coating 
neutralizes various types of con- 
tamination that normally affect 
enamel! or steel, claims the manu- 
facturer. Vikon Tile Corp., Dept. 
AL, Washington, N. J. 


For more data circle No. 11 on coupon, p. 78 








OweEnNs- ILL! NOIS, 
GLASS BLOCK 


EASY TO 
HANDLE 


Owens-Illinois Glass Block are handled 
in the same way as cement blocks — 
same mortar, same laying technique. 
They go in at the same time, or they 
can be used for remodeling jobs. 


JLLinois 
OWENS: gLock 
so oe 


STORE 


Glass Block come prepacked in sturdy 
cartons of convenient size. No loose 
block for you to handle, 


i 
EASY TO SELL 


Show your customers how glass block 
can make their homes more livable. 
Tell them a panel has the insulating 
efficiency of an 8-inch thick brick wall 
The panel won't frost or sweat in win- 
ter... provides better insulation than 
a window with storm sash. Point out 
they are hard to break...easy to clean 


Plan now to push and profit from this 
versatile, practical building material. 
Write for details. Glass Block Division, 
Owens-Illinois, Dept. AL-4, Toledo 1, 
Ohio. *Formerly known as INSULUX. 


OweENns-ILLINOIS 


GENERAL orrices(]) roLevo 1, OHIO 
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Stairway Safety Check 


A hydraulic Safety Check has 
been manufactured by the Preci- 
sion Folding Stairway which pre- 
vents slamming of the stairway 
on opening and closing; shuts 
stairway door tightly and eases 
the stairway into open or shut 
position quietly and safely. Easily 
installed on all Precisien Stair- 
ways now in use. Precision Parts 
Corp., Dept. AL, 400 N. First St., 
Nashville, Tenn. 


For more data circ'e No, 12 on coupon, p. 78 


Maple Counter Tops 


A new line of Maple Counter 
Tops for kitchen cabinets that con- 
form with the specifications of 
Youngstown-kitchens has been an- 
nounced by Pollak Industries Cor- 
poration. This new line of counter 
tops is guaranteed to fit. Both this 
line and Pollak’s own standard 
line, is warranteed by the company 
against warping or defects. Pollak 
Industries Corp., Dept AL, Box 353, 
Escanaba, Mich. 


For more data circle No. 13 on coupon, p. 78 


Corner Cabinet and 
Drawer Cases 
A Deluxe Circle Sash Corner 


Cabinet and a line of drawer cases 
is being introduced by the Harris 


Sliding Door Hardware 

The Grant 7000 line of sliding 
door hardware has been an- 
nounced. The carriers, the manu- 
facturer states, are the most im- 
portant innovation in the 7000 
line. Each carrier rides on four 
nylon ball-bearing rollers, sup- 
ported on pivoting arms whose 
rockerlike action keep the wheels 
in touch with the track. Rocker 
arms add to gentle door action 
when rolling. An added feature is 
the handy wrench, made available 
with each Grant 7000 set of hard- 
ware—thus cutting time and mak- 
ing certain proper tools are at 
(continued on next page) 


00,000 


PEOPLE WILL 
SEE THIS AD! 


The Jasco ad, reproduced on this 
page, is the first in a series 
of half-page, two-color Jasco 
ads that will be seen by over 
70,000,000 ——— 
tarting in April vy: 
wn THE SATURDAY EVENING 
POST, BETTER HOMES & GARDENS, 
and THE AMERICAN HOME 
will all tell the Jasco story, 
alt sell the Jasco name. It’s the 
biggest advertising campaign in the 
of the aluminum 
window and door industry! 
And we don’t have to tell you 
how much easier it is to sell 
a nationatly advertises, nationally 
recognized product—especially 
when that product is the 
best in its field. 
Here's your big opportunity to 
chalk yp record sales. Write 
for information on exclusive 
manufacturing 





Busy mothers deserve o break they deserve the modern 
lng-ovements that moke every job quicker and saver — fram changing baby 
te washing windows That ; why Jexo windows, with exclusive Swivel Artion” 

ore © must for every modern home joo window: swing inte the room with 
just c fick of the-wrist con be cleaned with ease and comfort, 

cond without removing gloss panel: Mo more leaning. stretcang 

pe artes wll perching with love term and 

ureen window: Whot more joe combination 

windows have unique } channel (on.trection: 

toch glass ond ureened pone! dite 

an its own separate (hennet 


Products Inc. The new corner cab- 
inet features circle decorative sash 
and antique hardware. Ponderosa 
Pine is used throughout, unpaint- 
ed. Cabinet is shipped KD, or 
partially assembled with sash and 
doors mortised and hung, or fully 
assembled. The drawer cases are 
available in a variety of sizes and 
styles. A price list and style sheet 
is furnished by the manufacturer. 
Harris Products Inc., Dept. AL, 
Locust Street, Keyport, N. J. 

For more data circle No. 14 on coupon, p. 78 


Exclusive manufacturing franchises 
available in oll territories 

except the following: Baltimore 
Chicago * Montreat * Omaha 
Philadelphia * Everett, Mass. 


need never be removed 
Serer | chonging from storm 
gloss to xreem tohes just 

0 few seconds! 

Treat yrorsell ond yc ur home 
to the beauty ond comtort 
of boxe year ‘ound window) 








JASCO ALUMINUM PRODUCTS CORP. Hew tyes fet tt 08 
Beesteciee of «complete one of stemingn: embaeten eindew: end boom 





JASCO. ALUMINUM PRODUCTS CORP. 
(Mein Office) NEW HYDE PARK, WEW YORK 





BUILDING Propucts MERCHANDISER 


(To obtain more data on advertised products see page 78) 





SASH BALANCE 
and 
WEATHERSTRIP 


Packaged For 
SINGLE UNIT SALES! 


For volume sales in the expanding "'Do-it- 
yourself” market! Packaged in single-window 
units, in representative sizes. Compact, clear- 
ly-marked, single-unit "kits are easy to store 
and handle. Nothing to cut, trim or measure. 
The ideal “over-the-counter” sales unit. Also 
available — fast-moving, ° single-unit kits to 
weatherstrip doors. 


Tops in Operation / 


Smooth, positive action. Accurate balance. 
Finger-tip control, plus the perfect seai 
against draft, dust, moisture. No wood-to- 
wood contact. Prevents sticking windows and 
window rattle. Permits removal of old-fash- 
ioned sash weights, and insulation of mullions. 


Simple Dustallation! 


Any home owner can easily install his own! 
Installers cash in, too! No high-priced, skilled 
labor needed. One man can easily install 30 
windows or more, in only eight hours! 


Efficient ¢ Low Cost 
For Old or New Building 


Since 1946! Tho Milwaukee Combination 
can't be beat for lifetime efficiency, com- 
bined with low cost of materials and extreme 
ease of installation! Ideal for the installer! 
ideal for the fit windows. Ideal for over-the- 
counter sales to "do-it-yourself home own- 
ers! It will PAY YOU to write for information! 


MAIL THIS COUPON TODAY! 


Milwaukee Strip Service, Inc. Dept. L-4 
4621 West Lisbon Avenue 

Milwaukee 8, Wisconsin 

Please rush me folder and price list of 
Milwaukee Combination Sash Balance and 
Weatherstrip 


Name 
Address 


Zone. . State 











NEW PRODUCTS 


(begins on page 53) 


hand. Included in each package 
are: track, carriers, top plates or 
aprons, and floor guides with all 
screws supplied. Grant Pulley & 
Hardware Corp., Dept. AL, 31-85 
Whitestone Parkway, Flushing 54, 
N. Y. 


For more data circle No. 15 on coupon, p. 78 


Paint Mixer 

The Miller “Magic Mix’ Mixer 
has been redesigned to blend, tint 
and recondition paint more quick- 
ly. It will mix the hardest-to-mix 
deep tones in less than 60 seconds, 
states the manufacturer. Addi- 
tions to these mixers include im- 
proved streamline design, a grey 
hammerloid finish, and a new 
housing that conceals the exclu- 
sive Float-A-Coil spring mount- 
ings. Ruggedly constructed, and 
guaranteed for two full years of 
service, Miller Mixers feature a 
1/3-h.p. GE or Westinghouse unit. 
Portable and easy to operate from 
any 110-volt outlet, they can be set 
anywhere without bolting down. 
Miller Manufacturing Company, 
Dept. AL, 9425-45 Seymour St., 
Schiller Park, Ill. 


For more data circle No. 16 on coupon, p. 78 


Packaged Air Conditioner 


A five-horsepower air-cooled 
packaged air conditioner measures 
58” wide and 35” kigh. The 28- 
inch depth allows passage through 
standard door frames. The air 
conditioner is designed for use 
with any one of six evaporator 
coils or evaporator-coil-blower as- 


“OUR LEGS 


QUALITY 
CONSTRUCTION 
PRICE 

DELIVERY 


BELSON GENUINE 
WROUGHT IRON LEGS 


NO VISIBLE 4 SCREWS PER LEG 
WELDING 


Ye" x 1" 

CORNER PLATE 
ALL SURFACES 
SHOT BLASTED 
FREE OF SCALE, 
FLUX, RUST, ETC. 


" DIAMETER 


15° SLANT 
ge 


SMOOTH, MATTE 


BLACK FINISH 


PRICES PER SET OF 4 
Including all necessary screws 


PERFECT RADIUS 


Bureaus, Coffee Cocktail TV, Lamp Dining 
Chests Tables Tables Tables Tables 


SIZE 6" 12" 16" 22" 28" 


STYLE 
Hairpin $495 $5.95 $6.75 $7.95 


Diagonal 3.95 4.75 5.75 


USES 














Prices are suggested retail, subject to 


dealer discount 
——~ 
——~ 





60 


9 




















ROOM DIVIDERS 
Stock No. Height Depth Suggested Retail 








RD 60 60" 12" $18.95 Pr. 
RD 33 33" 12" 4.95 ea. 
RD 27 27" 12" 4.50 ea. 
RD 460A 60" 12" 
BOOKCASES 
27" 10" 
38" 10" 











7.95 ea 























Send for complete catalog. 


BELSON“ < 


NORTH AURORA 4, ILLINOIS 
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semblies produced by Airtemp. 
Condenser blowers may be rotat- 
ed 90 degrees for air discharge 
through either the side or top of 
the unit. All necessary controls 
are wired and built in at the fac- 
tory. Designated Model 1205, the 
new unit features Airtemp’s 1750 
RPM hermetic compressor. Refrig- 
erant is Freon-12. Airtemp Divi- 
sion, Chrysler Corp., Dept. AL, 
1600 Webster Ave., Dayton 1, Ohio. 


For more data circle No. 17 on coupon, p. 78 


Wallpaper Remover 

Little Giant is the 
Hyde’s new wallpaper 
for the homeowner. It has been 
designed for. retailers’ rental 
equipment departments. The unit 
is heated with regular bottled gas 
which is controlled at tank with 
special safety device. The boiler is 
19” high, 13” in diameter, weight 
40 pounds, and is equipped with 
excess steam escape valve and wa- 
ter gauge. Boiler unit is finished 
with heat-resistant aluminum and 
has casters so it may be rolled 
from room to room. Hyde Manu- 
facturing Company, Dept. AL, 
Southbridge, Mass. 


For more data circle No. 18 on coupon, p. 78 


name of 
remover 


Boring Tools 


With these industrial boring 
tools the drill head fastens direct- 
ly to pipe with standard fittings so 
that pipe drills its own hole. On 
the job, extensions out of pipe can 
be made to any desired length. 
Exclusive “Magic Circle” guide 
ring regulates depth of cut on 
large size bits. Ten sizes from %% 
to 29/16” are in. production; 
others up to 10” are being job test- 
ed. Handy tool kits from Home 
Utility 5” to 1”, to complete kits 
holding all ten sizes, with acces- 
PRODUCTS 


JUILDING MERCHANDISER 


| 


sories are available. Thin razor 
sharp tool steel blades, up to 62 
Rockwell C in hardness, insure 
cutting efficiency. Time Saver 
Tools, Inc., Dept. AL, Mundelein, 
Ill. 


fer more data circle No. 19 on coupon, p. 78 


Ventilating Hood 

A new idea in kitchen ventilat- 
ing hoods is a fan, light and hood 
combination. The exhaust fan is a 
Model 209 Blo-Fan and the light is 
a 100-watt Pry-Lite Recessed Fix- 
ture. Both are wall switch operat- 
ed. This new Pryne Model 219 
Ventilator Hood Combination is 
12” wide and requires only 41” 
above the bottom cabinet shelf. 


The hood is finished in DuPont 
Dulux White or Copper-toned 
Enamel. For cleaning, two thumb 
screws loosen by hand to lower 
the entire hood. Pryne & Com- 
pany, Dept. AL, Pomona, Calif. 
For more data circle No. 20 on coupon, p. 78 
(continued on next page) 


OF QUALITY IN LUMBER 


For over 40 years, BATE has supplied 
lumber of the highest quality with service 
and dependability that have established 
an enviable reputation. 

Today BATE controls that quality from 
the selection and harvesting of the timber, 


PONDEROSA PINE 
DOUGLAS FIR 
SPRUCE 
YELLOW PINE 


through its own mills, to prompt shipment 
direct from mill or out of our own distrib- 
uting yards. 

This combination of quality, service and 
dependability means that you can be sure 


when you order BATE. 


BATE 


- 
- 
- 


_=——~~  MUMBERS; 


<= WPA SPA-WCLA 


— 
~ 
~ 
~ 
~ 


J). HERBERT BATE CO., INC. 
30 Church St., New York 8, N. Y., WOrth 4-6363 
1215 Public Service Bidg., Portland, Oregon 


(To obtain more data on advertised products see page 78) 





NEW PRODUCTS 
(begins on page 53) 


Shade Screening 


Kaiser Aluminum Shade Screen- 
ing comes in standard and tension 
type frames, available in widths 
18” to 42”. Closely spaced louvers 
are said to provide adequate pro- 
tection against insects and cool 
the home with little inside visibil- 
ity loss. This Shade Screening 
won’t rust or stain, never needs 
paint, and lasts longer than con- 
ventional screens, claims the 
manufacturer. Kaiser Aluminum 
& Chemical Sales, Inc., Dept. AL, 
Kaiser building, 1924 Broadway, 
Oakland 12, Calif. 

For more datat circle No, 21 on coupon, p. 78 


Golden Anniversary Blends 


Six completely new blends for 
Woodtex Asphalt Shingles are to 
be known as Golden Anniversary 
Blends in observance of Certain- 
teed’s 50th Year which the com- 
pany is celebrating this year. The 
blends are green, red, gray, pastel 
green, pastel blue and pastel 
brown. Woodtex Shingles are also 
made in two-tone black and two- 
tone green. Woodtex Shingles are 
designed to give a_ realistic 
grained effect and keep shadow 
line on the roof. Added layers of 
asphalt and granules are applied 
to the base shingle to create the 
graining and to give this 250- 
pound shingle, strength and rigid- 
ity. Certain-teed Products Corp., 
Dept. AL, 120 E. Lancaster Ave., 
Ardmore, Penna. 

Por more data circle No. 22 on coupon, p. 78 


Snap-Off Roller 


Simple, light and trouble-free to 
use, the new E Z Paintr snap-off 
roller employs a ball and spring 
locking device to assure proper 
tension in holding the cover on 
snugly. The cover is of all-purpose 
Lonel fabric, suitable for use with 
oil, water- and rubber-base paints. 
This Alkotr Bal-Lok roller comes 
with a 91%” by 15” baked enamel 
tray, holds over a quart of paint, 
and has a stationary ladderlock 
device. The set comes packaged in 
an individual carton. E Z Paintr 
Corp., Dept. AL, 4051 S. Iowa St., 
Milwaukee 7, Wis. 


For more data circle No. 23 on coupon, p. 78 


Portable Tape Dispenser 


A device that measures, mois- 
tens, applies, and cuts the tape for 
packaging is called the Roll-On- 
Sealer. It weighs only 2% pounds 
before loading, and can be carried 
from spot to spot to seal cartons. 
Adjustable for gummed tape up to 
three inches wide, this dispenser 
operates equally well on light or 
heavy tape according to the manu- 
facturer. Roll-On-Sealer Company, 
Dept. AL, Antioch, Il. 


For more data circle No. 24 on coupon, p. 78 


Combination Window 


The Duo-Matic, a _ three-track 
aluminum combination window, 
comes delivered to the consumer 
with the inserts fully assembled 
and with a master frame. By fol- 
lowing the directions included in 
each package, the Duo-Matic win- 
dow can be installed by homeown- 
er, claims the manufacturer. The 
window features a_ three-track 
self-storing design which means 
that each of the two glass inserts 
and the screen insert has its own 
track, always in place and ready 
for immediate use. The window is 
made entirely of aluminum and is 
available in a variety of sizes. 
Weather-Proof Co., Dept. AL, 
Cleveland 3, Ohio. 


For more data circle No. 25 on coupon, p. 78 


New Tarpaulin 
A new “Brownskin” tarpaulin is 
made of two-ply kraft, impreg- 
nated with asphalt and reinforced 
with Owens-Corning Fiberglas 
scrim. The manufacturer claims 
that these tarps are weather-re- 
sistant, durable and tear-resistant 
and also low in cost. Sizes 8x10, 
10x12, 12x15, 15x20, 15x25 and 
15x30. Angier Corporation, Dept. 
AL, Framingham 21, Mass. 
For more data circle No. 26 om coupon, p. 78 
(continued on page 62) 











WHITE FIR 














(To obtain more data on advertised products see page 78) 


PONDEROSA PINE 


High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kilns 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE 


INCENSE CEDAR 


CALIFORNIA 








= —— 
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Sales Winning Style... 


MATICO 


‘TILE FLOORING 7 


now at regular Cand D group | 


asphalt tile prices! | 


hog i ee ili nk 


5 
| 
| 
| 
| 


pono 


Yes, MATICO Confetti tile flooring, the gay new 
style in tile that received such wide acclaim from 
decorators and homeowners alike, is now available 
at the low price of C and D group asphalt tile. That 
means more sales, more profits for you because 
more consumers than ever will want colorful 


MATICO Confetti for their homes. 


Only the price is changed. Confetti is still tops in 
quality ... fortified with plastic for extra st ength 
and beauty... greater resiliency. Be sure to feature 
Confetti, in 10 sparkling multi-color combinations, 
in your windows and on your counters. Write Dept. 


3-4 for full details today! 


MASTIC TILE CORPORATION OF AMERICA 
Joliet, Ill « Long Beach, Calif. +» Newburgh, N. Y. 


Manufacturers of Aristoflex « Confetti * Parquetry « Asphalt Tile * Cork Tile « Plastic Wall Tile 





NEW-.....---- 
ALUMINUM 
BUILDING , 
CORNERS 


= ap > 


Another wicvo.s FIRST! 


* FIRST modern, all new, exclusive ''Straightline” 
design Aluminum Building Corner for clean 
modern look 
FIRST attractive package — easy to merchandise 
on shelves and counters. Easy to ship — easy to 
handle 

* FIRST 100-corner package — full profit — no 
waste. No damaged corners — no counting — 
no wrapping. Corners always protected from 
damage, dust and deformity. Saves labor, ma- 
terial and sales-time 


* Plus a complete line for all bevel siding. Cor- 
ners dimpled for quick nailing 
PLACE YOUR ORDER NOW! 


ATTRACTIVE STURDY. PACKAGING 


5 Packages of 100 each per carton 


READY FOR 
COUNTER DISPLAY 
AND SALE FULL-COUNT ® NO DAMAGE 


NO COATING TO CHIP OFF 








Available in a complete range 

of types and sizes for use where the 
elimination of rust streaks and stains is 
desired. Include these nails with your 
Building Corner order. 


Aen LeeLee 
DAVENPORT, [OWA 


(To obtain more data on advertised products see page 78) 





NEW PRODUCTS 


(begins on page 53) 


Heavy Duty Sander 


The new Syncro #900 Heavy 
Duty Electric Sander utilizes a 
reciprocating electric motor re- 
quiring no cams, belts, gears, 
brushes, or other parts to wear out. 
The motor is guaranteed against 
burnout during the ownership or 
replaced free. In addition, the 
Syncro #900 incorporates a vibra- 





What's YOUR Answer? 


One of the burning questions of the 
retail building materials field is: “How 
do we sell to the do-it-yourself custo- 
mer?" For more than 80 years, retail 
lumbermen have turned to the pages of 
the American Lumberman for factual 
answers to their every-day and long- 
range problems—and the do-it-yourself 
question is no exception. This issue tells 
you how the Steel City Lumber & Supply 
Co. is breaking sales records in this field 
because they have successfully elimi- 
nated two big reasons that hamper do- 
lt-yourself sales. The editors of the 
American Lumberman refuse to print 
windy stories that give you plenty of 
clever adjectives but no facts; instead, 
our calculated editorial program is de- 
signed to give you precise, “how-to” 
details on the do-it-yourself and other 
major market problems. Can you afford 
to overlook your biweekly copies of the 
American Lumberman? 


What's YOUR Score? 
9 to 10 correct: Excellent! 
7 to 8: Good. 5 to 6: Fair. 
e turned out for the 
ply Company's do-it 


How many peor 


r Sinale Bore?” 
e about the Badger Lum 
new Overland Park, Kansas 


/ h-le aking bulldog 
» trade ark for wh at 
ufa turer 


is part of 
Jiesel truck man 
How u profit by filling out and 
Amer an Lumberman's ex. 
ng busine s survey? 

» name of the Weldwood 
ed at the do-it-you'self 
Stee! City Lumber & Supply Cor 
ind two big reasons that deterred 

elf sales Can you name them? 
nat are Sr rex? 
st is the most profitable way to sel 
ng market? 


the hydrau J 


Lumber Jack 


rs on page 64. 


tion absorbing handle floating in 
rubber, sands at 14,400 strokes per 
minute, and has a detachable work 
light, according to the manufac- 
turer. Syncro Corporation, Dept. 
AL, Oxford, Mich. 


For more data circle No. 27 on coupon, p. 78 
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New Woven Measuring Tape 


The Hi-Line is made of quality 
woven tape designed for longer 
wear, claims the manufacturer. 
Markings are protected by coat- 
ings of specially compounded plas- 
tic. Graduations and bold figures 
are in contrast to the white back- 
ground. Tape comes in a genuine 
leather case which is hand stitched 
over a rust resistant coated metal 
liner. A folder is available with 
description, lengths, markings, and 
prices from the manufacturer. The 
Lufkin Rule Co., Dept. AL, Sagi- 
naw, Mich. 

For more data circle No. 28 on coupon, p. 78 


























New Door Line 


Val-u-Line is the name of a new 
line of narrow stile architectural 
aluminum doors and entrances. 
Features include: standard 1- 
5/32” lock cylinders; no exposed 
fastenings; snap-in glass stops; 
all extruded aluminum construc- 
tion; pile weatherstripping at 
meeting stiles on pairs of doors; 
stock sizes with Val-u-Line series 
hardware only; stock lengths of 
frame members are available for 
special construction. Variety Man- 
ufacturing & Engineering Com- 
pany, Dept. AL, 810 West Fulton 
St., Chicago 7, Ill. 

For more datat circle No. 29 on coupon, p. 78 
(continued on page 64) 
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“One man on a Clark truck equals 


33 manual man-hours...no wonder 
we swear by Clarks!” 


SAYS E. L. BURT, GENERAL MANAGER, RESERVE SUPPLY CORP., FRANKLIN PARK, ILL. 


A carload of insulation-board sheeting (60,000 square 
feet) is unloaded by one man on a Clark truck in just 
one hour—a job that formerly required 33 man-hours 
by manual methods, says Mr. Burt. 


Insofar as possible, by prearrangement with suppliers, 
all shipments to this building material yard, serving 
170 customers on a cooperative basis, arrive in unit 
loads on pallets furnished by Reserve Supply. As ship- 
ments come in, two Clark trucks—4000 lb. gas-powered 
—take over: unload the cars; store the material—tiering 
as high as 16 feet; and withdraw customers’ orders— 
usually loading directly into customers’ trucks on the 
original pallets. Items handled are sheet insulation, 
masonite, rock lath, tile and others—no lumber. 


CLARK 
EQUIPMENT 


3UILDING PropucTts MERCHANDISER 


“These substantial direct savings have improved our 
profit picture,” says Mr. Burt. ‘In our old warehouse. 
13 men did all the materials handling—no trucks; in 
our new warehouse, six men and the two Clarks handle 
a 50% greater volume. We are exceedingly pleased with 
our Clark trucks.”’ 


Nothing here, you may say, that can’t be done in your 
own business—and you’re probably right! A good way 
to investigate is to ask your nearby Clark dealer, a 
man fully qualified to help plan a handling system 
custom-engineered to your business. Call him—he’s 
listed in the Yellow Pages of your phone book. 


Industrial Truck Division 


CLARK EQUIPMENT COMPANY 
Battle Creek 40, Michigan 


(To obtain more data on advertised products see page 78) 





NO a for the first time 


the new truck model, hydraulic-equipped 
Lumber Jack 


The modern way 
to handle lumber 
and logs.... 


/, 


——~ 


Niu) 


/ 


; 


Here’s a new tool to save you time, manpower and money in 
handling lumber—the new hydraulic LUMBER 
JACK, This machine can be mounted on any 1'/-ton or heavier 


completely 


truck chassis. It is engineered and built to require a minimum 
of maintenance and field adjustments. Once you get all the facts 
about the LUMBER JACK, you are sure to want to put this 
machine to work for you. With the LUMBER JACK, you can 
now handle your lumber and logs the modern, profitable way. 


itll Pay You to MAIL COUPON For all the Facts 


TIPPS TOOL COMPANY, INC. —_ 
West Commerce Street 
Laurel, Mississippi 


Please rush me complete information about the new completely 


hydraulic LUMBER JACK. 


NAME 


ADDRESS 
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NEW PRODUCTS 
(begins on page 53) 


‘ay: 

Nitroganic Fertilizer 

Nitroganic, an all-organic ferti- 
lizer, is a natural product scien- 
tifically processed for use on any- 
thing that grows. It contains not 
less than five per cent nitrogen 
and four per cent available phos- 
phoric acid in addition to calcium, 
magnesium, boron, manganese, 
copper, zinc, iron and potassium, 
according to the manufacturer. 
Available in 80-lb. bags, Nitro- 
ganic can be applied by hand or 
spreader. H. J. Baker & Bro., Dept. 
AL, 600 Fifth Ave., New York, 
N. 3. 


For more data circle No. 30 on coupon, p. 78 





Solution to 
What's YOUR Answer? 


Stop! Read questions on page 62. 


1, 9,000. Be sure to read how careful pre- 
liminary planning, promotion and advertising 
created a resoundingly successful show for 
this Indiana dealer. Story starts on page 1/8. 

2. Dexter Lock Company's screen and com- 
bination door lock set. Ad is on the inside 
front cover. 


3. They installed a drug counter. Check 
page 27 to see what dealers from coast-to- 
coast think about handling off-trail mer- 
chandise. 

4. Mack Trucks, whose ad appears on 
pages 20-21. 

5. You will be able to check your business 
against the average of others in your area. 
Full details start on page 32. 

6. Weldwood Presto-Set Glue which is de- 
scribed in the ad on page 39. 

7. (1) Exaggerated notion of price, (2) 
lack of mechanical confidence on the part of 
customers, This article, which starts on page 
38, gives you solid facts on how to make big- 
ticket sales to the do-it-yourself customer. 

8. Spirex are spiral spring sash balances 
which are fully described in the ad on 
page 54. 

9. By merchandising the complete patio 
package. The article on page 42 gives you 
excellent information on how to cash-in on 
the growing outdoor living trend. 

10. The Tipps Tool Co. whose ad appears 
on page 64. 
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Stanley Merchandisers 


The Hi “Do-It-Yourself” Mer- 
chandiser (top) includes: one six- 
inch saw, one %-h.p. plane, two 
,” drills, one 14-h.p. router and 
one %-h.p. router, one %” drill 
and 10 router manuals. The mer- 
chandiser is 42” long by 17” wide 
by 28” high. The Stanley Tool Sta- 
tion (left) displays 107 different 
items in less than nine feet of floor 
space. The Stanley Household 
Hardware Merchandiser (right) 
uses only 24% square feet of floor 
space and contains 4% dozen each 
of 57 Household Hardware items. 
Stanley Works, Dept. AL, 445 
Myrtle St., New Britain, Conn. 


For more data circle No. 31 on coupon, p. 78 





Night Latch 


A new ILCO night latch has a 
special finish called lLwuralon. 
This finish combines the brillianze 
of silver with the warm glow of 
bronze, states the manufacturer. 
As part of this Luralon stream- 
latch promotion, a display mount 
is being made available to dealers 
at no cost with each order for one 
dozen night latches. Independent 
Lock Co., Dept. AL, Fitchburg, 
Mass. 

For more datat circle No. 32 on coupon, p. 78 


BUILDING Propucts MERCHANDISER 


Window Fan Displays 


Colorful, two-tone, plywood dis- 
plays which hold either two or 
three ready-to-operate window 
fans in just 30” x 29” of floor 
space, come with fans wired, ready 
for operation. One display is de- 
signed to hold two 2” window fans 
and the second display is de- 
signed to hold a 20”, 16” and 12” 
3erns Air King Window Ventila- 
tor. Berns Mfg. Corp., Dept. AL, 
3050 N. Rockwell St., Chicago 18, 
Ill. 


For more data circle No. 33 on coupon, p. 78 


fi 


Dealer Sales Aids 


Thomas paint rollers have a 
brand new line of dealer sales- 
aids. Featured in the new dealer 
material is a double wire display- 
rack with four-color display sign. 
The rack enables dealers to dis- 
play and sell both DeLuxe and 
Economy Rollers with the one 
unit. Also available are window 
banners, a window-or-counter dis- 
play card, five can-toppers, a large- 
size cardboard girl display card 
and a smaller girl display card. 
Thomas Products Company, Dept. 
a 8490 Lyndon Ave., Detroit 38, 

ich. 


For more data circle No. 34 on coupon, p. 78 


Display Column 

American Sta-Dri’s Dealer Dis- 
play Column is a rough, porous 
cinder masonry column filled with 
water and painted with two coats 
of Blue Label Brand Sta-Dri ma- 
sonry paint. Not a drop leaks out, 
nor does the white coating dis- 
color, says the manufacturer. It 
simulates the worst conditions of 
extremely porous below grade 
masonry with outside water pres- 
sure. This silent salesman allows 
dealers to prove to consumers on 
sight that Sta-Dri paints beautify 
masonry and stop water in one 
easy operation. American Sta-Dri 
Corporation, Dept. AL, Brentwood, 
Md. 


For more data circle No. 35 on coupon, p. 78 


Cabinet Hardware Department 


The Washington 700 display 
stands 62” high, and takes but four 
square feet of floor space. A cabinet 
hardware department, the “700” 
displays the Washington Line cabi- 
ne’, hardware; shows kitchens and 
cabinets using Washington Spotlite 
knobs, Comfort Grip pulls, flush 
door pin hinges and other cabinet 
refinements, and stocks up to 100 
dozen cabinet hardware items with- 
in easy reach. Washington Steel 
Products, Inc., Dept. AL, Tacoma 2, 
Wash. 

For more data circle No. 36 on coupon, p. 78 
(continued on next page) 
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SALES AIDS 
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Display Boxes 


Western Lock Mfg. Co. has just 
introduced a new line of modern 
concave design cabinet knobs, 
knob back plates and pulls. This 
line of cabinet hardware was espe- 
cially created to match Western’s 
Weslock line of concave design 
residential locksets. The new Wes- 
lock cabinet hardware is packaged 
in self-merchandising display box- 
es—suitable for counter or win- 
dow use. Western Lock Mfg. Co., 
Dept. AL, 211 N. Madison Ave., 
Los Angeles 4, Calif. 


For more data circle No. 37 on coupon, p. 78 


Taper-Fit Wraps 

A new type taper-fit wrapper for 
varnish and wall brushes not only 
makes up into a smart-looking 
brush package, but also gives a 
sales story on the face, back and 
inside flaps of the wrapper which 


makes for increased impulse buy- 
ing. Baker Brush Co., Inc., Dept. 
AL, 83 Grand St., New York 13, 
N. Y. 


For more data circle No. 38 on coupon, p. 78 


Building Corner Packaging 


A rustproof Aluminum Building 
Corner called Straightline is 
packed in sturdy boxes containing 
100 corners. The master carton 
contains five unit boxes. This 
method of packing Nichols 
Straightline Aluminum Building 
Corners protects them from dirt 
and damage, makes them easy to 


ship, facilitates the unit sale of 
100 corners, gives greater profit 
and saves counting and sales time, 
claims the manufacturer. Nichols 
Wire & Aluminum Co., Dept. AL, 
1725 Rockingham Road, Daven- 
port, Iowa. 

For more data circle No. 39 on coupon, p. 78 


Binding Stepessor 


A new dispenser for Miratrim 
bindings has slots for nine rolls of 
metal and plastic bindings for 
covering worn linoleum seams. 
While the rolls remain stationary, 
an opening at the bottom of the 
dispenser makes it easy for the 
dealer to reel out strips of bind- 
ing. An additional feature is a spe- 
cial box at the back of the dis- 
penser for small packages of nails. 
S & W Moulding Co., Dept. AL, 
990 Parsons Ave., Columbus 6, 
Ohio. 


For more data circle No. 40 on coupon, p. 78 











NO WARPING! 
URAC 185 KEEPS THEM FLAT 


a Chor eler (4E 


Lees ot cae DOORS 


ADMIRAL 


made from A—Select Birch 


COMMANDER 


made from Stain Grade Birch 


CHIEF 


made from Paint Grade Birch 


POSITIVELY LOWEST PRICES 
IMMEDIATE DELIVERY 
WIRE, PHONE, WRITE TODAY FOR PRICES 


GRAND TRAVERSE SALES 
cme” COMPANY 


TWX BIRMINGHAM 


URAC 185 
RESIN ADHESIVE 


PICKET 
CUTTER 





A gap-filling craze- 
resistant glue rein- 
forcement bonds all 
Shoreline doors, They 
are guaranteed to lay 
flat, not dip or wave. 


Turn those odds and ends of lumber into pickets— 
and profits! The Schubert Picket Maker points 200 
to 250 pickets pec hour . . . smooth finish . . . adjust- 
able for width. Light-weight and portable (38 lbs.), 
yet rugged and durable for years of service. Anyone 
can operate . . . prompt delivery. 








Write Us For Complete Information! 


H. A. SCHUBERT Co. 





SUTTONS BAY 
MICHIGAN 





MICHIGAN 


Te SUTTONS BAY 61-71-92 TEL. MIDWEST 4-3450-1-2-3 
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What do you have in common with drugstores? 


Today more than half the dollar volume of 


business through building supply outlets is in 


nationally advertised and nationally branded 
merchandise. 


This means that you now have a lot in com- 
mon with the man who runs your drugstore. 
You can take a cue from him in using national 


advertising to help sell the products you carry. 


And you'll probably find —as he has—that na- 
tional, brand-name advertising in LIFE is the 
greatest help of all. For LIFE has by far the 
biggest audience of any magazine. Every issue 
reaches 11,880,000 U.S. households*—one out 


of every four right in your own city or town. 
Merchants in almost every kind of retail busi- 


ness have proved—time after time—the advan- 


tage of featuring products ‘“‘Advertised-in- 
LIFE.” 


For you—as for them—a simple, easy tie-in 
with national advertising in LIFE will make 


more sales... and make sales more profitable. 


Find out how you can do the same thing 
when you make LIFE your partner in the re- 
tail end of your business. For full information, 
write to Henry Bernhard, LIFE, 9 Rockefeller 
Plaza, N.Y. City. 

*Source: A Study of the Accumulative Audience of 

LIFE (1952), by Alfred Politz Research, Ine. 
First in circulation 
First in readership 


First in advertising 


revenue 
9 Rockefeller Plaza, N.Y. 20, N.Y. 


SUILDING PropucTs MERCHANDISER (To obtain more data on advertised products see page 78) 





STANLEY 








Merchandising Suggestions 


That Pay Off In Tool Sales 


Q. What will help boost screw- 
driver sales? 


A, Many merchants have found that 
cross-merchandising Stanley Screw- 
drivers with builders’ hardware, electri- 
cal supplies and other related items pays 
off. And an ideal way to do this is with 
the Stanley Screwdriver Display Unit. 
This attractive metal merchandiser can 
be used on wall, counter or post. Free 
with your choice of 2 units of stock. 
Unit No. 1 consists of 80 top-selling 
Stanley screwdrivers all with plastic 
handles, Cost to dealer, $42.85. Unit 
No. 2 consists of a combination of 82 
fast-moving wood and plastic handle 
models. Cost to dealer, $40.00. Just 
place one of these units in a department 
other than tools — you'll be surprised at 
the plus sales it will create. 


New! 


Q. What's a sure-fire way to sell 
more rules? 


A. Show Stanley “Green End” Rules 
in models and prices 
to suit everyone, and 
stop the shopper 
with this free motion 
display ... a sure- 
fire attention getter. 
Wherever you put 
the little carpenter 
he flags your traffic, 
signals your store as 
“Good Tool Head- 

quarters” . . . and for good measure 
sells Stanley “Green End” Rules, What's 
more you can be sure it is good measure 
when you sell from the Stanley “Green 
End” Sampler Unit. 
Here’s what's in it for you: 
Balanced Assortment 
No. 106 .... @ $1.60 
No. 126 @ 1.60 
No. 156F “Read-Rite” @ 1.60 
No. 167 Brick 
Masons @ 
No. X226 “100 Plus” @ 2.75 
No. X227 Extension @ 2.39 
TOTAL Retail Value $45.C0 
Costs you $30.00 
Get this Motion 
Display FREE. 
Order your 
**“Green End” 
Sampler Unit No. 
24. Call your 
wholesaler or 
write Stanley 
Tools, 207 Elm 
Street, New Bri- 
tain, Conn. 


“Show-How” Package Sells 
Electric Wood Boring Sets 


No. 125A 


1.85 


Stanley Electric Wood Boring Set comes 
display packed foz self-selection by r 
customers. It’s a colorful, “how-to” pac 
that tells its own sales story. Set, i 

of 5 most useful size bits, visible 
carton's film window. Features “50-50” brad 
screw point, controlled boring for the first 


time in popular 


price range. Retails for $4.50. 








How to Make 
Electric Saw 
Sales Hum! 


Here’s the new 7” Stanley Electric 
Saw — the powerful Stanley Handyman 
No. H70 Builder’s Saw. So light, so easy 
to handle it belongs with your “do-it- 
yourself” display — so durable that pro- 
fessional builders use it. 

Display it prominently. Better still; 
set aside a spot for demonstrations. 

Few things attract crowds—and sales 
— like a good action demonstration. 
And few items ap- 
peal to a do-it- 
yourself minded 
customer (or pro- 
fessional builder) 
like this smooth 
Stanley Saw hum- 
ming through 
wood. Show this 
saw in action — 
point out its speed, accuracy, capacity — 
how it can cut a 2-by-4 at a 45° angle. 
Show how patented blade flanges protect 
motor against burnout, Let your cus- 
tomer use the Stanley Handyman 7” Saw 
himself — and feel its balance-in-action. 

Yes, the Stanley Handyman 7” Saw 
sells itself. And it sells other tools — 
lumber — hardware and building sup- 
plies. Retails at $72.00. 

Call your wholesaler or write Stanley 
Electric Tools, 445 Myrtle St., New 
Britain, Conn. 


THE STANLEY WORKS © NEW BRITAIN, CONNECTICUT 


(To obtain more data on advertised products see page 78) 
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Merchandiser 


STANLEY 


Now's the Time to Put Stanley 
Hardware to Work For You! 


Stanley ‘Do - It - Yourself’ Hardware 
Helps Move Other Merchandise 


Spring means the “do-it-yourself” bug 
is humming and biting. And that means 
profits for you! Profits from Stanley 
Hardware — profits from related and 
“tie-in” merchandise. 

It’s been the experience of many pro- 
gressive merchants that Stanley “Do-It- 
Yourself” products stimulate sales of 


STANLEY ‘“‘PUL-TITE’’ 
LINE CLAMP 


Clotheslines 
are reappearing 
everywhere. Put 
Stanley ‘‘Pul- 
Tite” Line Clamp 
No. 7070 on dis- 
play. Tightens 
clotheslines, tent 
lines, net lines — No. 7070 
takes up slack or lessens tension — 
no slipping. Retails for about 98¢; 
helps move such items as 
Clothesline Hooks and Pulleys. 


related merchandise. That can be your 
experience too, if you feature a good 
selection of Stanley Hardware. . . and 
such products as Stanley Card “able 
Leg Brace No. 448 — Stanley Drop- 
Leaf Table Support No, 1956 — Stanley 
Shelf Brackets Nos. 794 and 796 — and 
Stanley Continuous Hinge No. 311. 


TIE-IN SALES 


All these units activate sales when 
displayed with suggestions and plans for 
“do-it-yourself” projects. More, they sell 
other merchandise—paints and brushes, 
tools, and other supplies. Just tie them 
in with timely “do-it-yourself” projects 
and plans on the counter with your 
merchandise. This idea has been tested 
by many merchants. It pays off. 


Call your wholesaler, or write Stanley 
Hardware, New Britain, Connecticut. 


Need For Spring 
Repairs Helps 
Sell Shelf Items 


Spring “fix-it” days are here again. 
Move Stanley shelf hardware to a prom- 
inent point of display. 





Gate Hinge No. 1637 


Many Staniey shelf items are 


“naturals” for this season . . . items like 
latches, hinges and hasps. Also T-hinges, 
spring bolts, strap hinges, mending 
plates, corner braces, etc. Particularly 
appropriate is Stanley Gate Hinge No. 
1637 . . . closes gates automatically by 
gravity action . . . whether gate swings 
in or out. List price $2.25. 


Gate Latch Ne. 1267 


fiere’s a ratural tie-in item to follow- 
up the No, 1637 Gate Hinge. This latch, 
mounted on top of the gate is made for 
gates swinging in or out. Furnished with 
both side or top-mounted strikes to fit 
any installation. Retails for about $1.10. 


HARDWARE ¢ TOOLS © ELECTRIC TOOLS © STEEL STRAPPING © STEEL 


SUILDING 


Propucts MERCHANDISER 
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Llhecse P\NE PANELING for 


KITCHEN BUILT-INS 
is specified on Your Customer’s 


. ’ 

_ Arkansas 

I} pely decorative, it absorbs 
ransperer finishes uniformly to accer 


= RoSseTT LUMBER COMPANY 


A DIVISION OF THE CROSSETT COMPANY 
CROSSETT, ARKANSAS 
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Phone Holder 

A new electronic instrument 
makes it possible for you to talk 
on the phone without holding the 
receiver. It is called the Fonadek. 
In use, Fonadek’s electronic heart 
picks up and amplifies voices on 
both ends of the phone. Fonadek, 
Division of Special Devices, Inc., 
Dept. AL, 44 School St., Boston 8, 
Mass. 


For more datat circle No. 41 on coupon, p. 78 


Tiering Height 

A new triple-telescopic mast 
permits tiering to 198 inches by 
fork truck of standard 83-inch 


over-all height. This compares to 


132-inch tiering done by similar 
truck (right) of same capacity 
and size. “Triple-telescopic” mast 
construction, which is an integral 
part of Automatic’s standard fork 
truck chassis, is available on 
trucks from 2,000 to 10,000 pounds 
capacities. Automatic Transporta- 
tion Co., Dept. AL, 149 W. 87th St., 
Chicago, Ill. 


For more data circle No. 42 on coupon, p. 78 











PADGETT-SMITH FLOORING CO. 


Manufacturers 


MOUNTAIN VIEW. MISSOURI 


SUILDING PropucTs MERCHANDISER 


Roller Conveyor 


The new Rapistan LR Live Roll- 
er conveyor is used primarily for 
long-distance horizontal handling 
of materials that may vary widely 
in shape, size and weight. Articles 
can be stopped at any point on this 
conveyor for inspection, labeling, 
weighing or similar operation 
without interfering with the flow 
of goods at any other point along 
the line. The Rapistan LR is made 
up of 10-foot sections that can be 
combined to give unit lengths up 
to 150 feet. Length can be adjust- 
ed at any time to meet new condi- 
tions by adding or removing sec- 
tions of frame and belt. There is a 
choice of eight frame widths from 
15” up to 89”. Rapids-Standard 
Company, Inc., Dept. AL, 342 
Rapistan Building, Grand Rapids 
2, Mich. 

For more data circle No, 43 on coupon, p. 78 





Cost Cutting Production 


GRACE BEVEL 
TRIM BIT 


Razor Sharp Carbide Tips 








ROUTERS 
FIXTURES 
BITS 





GRACE 





Gone are the days of 
make-shift or shop-modi- 
fied tools for fabricating 
laminated plastics. Grace 
tools are designed exclu- 
sively to do this job... to 
do it cheaper, faster... 
to stand up longer. Quick 
set-up change for bevel and 
flush trimming . . . for tem- 
plate, slot and spline groove 
cutting 
See Your Formica Distributor . . . 
Listed Under Plastics in Your 
Telephone Yellow Pages. 


THE GRACE FABRI-TOOL COMPANY 
1238 CHASE AVE., CINCINNATI 23, OHIO 


Please send me your folder of illustrated literature giving numbers, prices and 
Specifications on your complete line of cost Cutting fabricating tools 


4-19-54 


NAME 
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NEW \. LITERATURE 


Featuring the complete Marlite line 
and all other Marsh products, a new 
catalog has been issued by Marsh 
Wall Products, Inc. Included-for the 
first time is a description, with color 
swatches, of new Marlite Plank and 
Block, a new paneling which elimi- 
nates division mouldings and adhesive. 
The Planks are 16” x 8’ and the Blocks 
are 16” square. Also included is a 
page on new Korelock, a special hol- 
low-core paneling developed primarily 
for new construction. In addition, the 
larger Marlite panels in 11 colors and 
three patterns are fully illustrated 
and described. A section of the new 
catalog is devoted to eight Marlite 
Woodpanels and five Marlite Marble 
Panels. Marsh Wall Products, Inc., 
Dept. AL, Dover, Ohio. 


For more data circle No. 44 on coupon, p. 78 


Rental equipment is pictured in a 
new leaflet by Holt Manufacturing 
Co. Shown are Holt’s improved 
Streamliner 8 and Senior Whirlwind 
8 sanders, horizontal rotary edger, 
Junior Whirlwind 12 floor polisher, 
Whirlwind spinner and hand scraper. 
Holt Manufacturing Co., Dept. AL, 
669 20th St., Oakland, Calif. 


Lumber production is the subject 
of a booklet issued by Rosboro Lum- 
ber Co. It gives the reader a personally 
conducted tour through the cutting of 
trees to the end product which is 
quality, kiln dried lumber. In pictures 
and text the booklet tells of Rosboro’s 
substantial timber holdings on the 
McKenzie River in western Oregon; 
the 42-acre site in the city of Spring- 
field, Oregon, scientifically laid out for 
the manufacture of lumber; and the 
latest methods of forest management 
practiced to make the company’s tim- 
ber crop an enduring one. The booklet 
is titled “This is Rosboro.” Rosboro 
Lumber Co., Dept. Al., Springfield, 
Ore, 


For more data circle No. 46 on coupon, p. 78 


A heavy duty waterproofing com- 
pound effective in deep cellars and 
other areas is described in a one-page 
folder. The product, called Sta-Crete, 
is said to keep cellars dry even when 
completely surrounded by water, and 
to provide an attractive non-dusting 
finish in red, green, white or gray 
green. Pioneer Latex and Chemical 

o., Dept. AL, Lincoln Blvd., Middle- 


The Van-Packer Packaged Masonry 
Safety Chimney with Brick-Panel 
housing is featured in a brochure. This 
folder contains easy-to-understand pic- 
tures and captions that fully explain 
Van-Packer Chimney installation pro- 
cedure, photos of the Van-Packer 
Chimney Brick-Panel housing on dif- 
ferent types of homes, and a cutaway 
view of the completed Van-Packer 
Packaged Masonry Safety Chimney. 
The housing measures 16” wide by 
24” deep. Van-Packer Corporation, 
eo AL, 209 8S. LaSalle St., Chicago 
4, Ill. 

For more data circle No. 48 on coupon, p. 78 


. Use of Hardboard in home building 
and remodeling is featured in a piece 
of literature just issued. Titled “All- 
wood Hardboard in Modern Building 
and Home Design,” the text includes 
informative material on manufacture 
and tells how hardboard is used in 
home construction for walls, ceilings, 
cabinetwork, and for concrete forms 
in rough construction. A table of 
bending radii is given for bending the 
hardboard into curved shapes for cer- 
tain types of building and cabinet 
work. Oregon Lumber Company, 
Hardboard Division, Dept. AL, Dee, 
Ore, 

For more data circle No. 49 on coupon, p. 78 


Barcol industrial, commercial, and 
residential overhead-type doors are 
summarized in the new 16 page Barcol 
Overdoor Guide. This booklet gives 
complete specifications and_ instruc- 
tions for preparation of building open- 


sex, N. J. 
For more data circle No. 47 on coupon, p. 78 


ings and installation of all models of 
(continued on page 74) 
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CONVEY IT... 


FOR FASTER LOWER COST HANDLING 


“WEDGE-RITE” 
OVERHEAD “roor' SETS 


WAYS 


1. i Sees Kok a a Standard 
Gradu inges ingle & 2-C 
; Seay eorvenines Sizes 7 


5. Amazing Low Prices 


=> 6 


There’s a “WEDGE-RITE” overhead garage door set for 
every need! Single car sizes are available from 8’x6'6" to 
9x7’, two-car sizes from 14’x7’ to 16’x7’ and commercial 
sizes range from 9x9 to 20’x12’ . . . for all doors 1%” 
or 134" thick. 


Superior “WEDGE-RITE” door sets have all premium fea- 
tures yet are competitively low priced! 


DOOR SECTIONS! Truck load or carload lots 4 


BETTER! 





Move flooring, laths, shingles, any building ma- 
terial with a smooth riding surface, to and from 
saws, lathes, in and out of storage and shipping — 
fast, and at lowest cost, with Standard Conveyors. 
Get complete information — write for Bulletin 


No. AL-44. in stock sizes. Kiln dried, Douglas Fir, dowel 


construction. Lowest prices! 





WRITE FOR FULL INFORMATION 
AND PRICES! 


STANDARD CONVEYOR CO. 
General Offices 


North St. Paul, Minnesota 
Sales and Service in RAVITY & POWER 
Principal Cities 


rf CONVEYORS 


f, 


72 (To obtain more data on advertised products see page 78) 








tut DOR-SET 


CORPORATION 
1641 N. OLDEN AVE. EXT., TRENTON 8, NEW JERSEY 
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A\ (IGHOULS 
ViG@iforoya LS 


Nicholls TROWELS. FLOATS, CEMENT TOOLS 


for auel DARBIES and HAWKS |} 
perfectly “fit the job M 


57 
9 /yeas give “much wanted feat 


tools sell faster. 


ave been designed to 
years of research 
that make Nicholls 
NICHOT 
CARTENTER 
QUAREI 
has bee 


Contact your jobber or write -- 


NICHOLLS MANUFACTURING CO. 


OTTUMWA, IOWA f 








1) Steck Diamond Hard ‘'Excellent 2nd'’ Grade 
Flooring 


2) Stock Diamond Hard ‘'Thrifty 3rd'' Grade 
Flooring 


You'll sell more flooring because your contractors can bid lower—win 
more jobs—give complete satisfaction. These Diamond Hard grades 
cre equal in nearly every performance and endurance quality to Ist 
grade—yet allow savings up to 50%! Recommend them wherever 
economy or competitive bidding is a factor. They'll pay off for you 
with sales—phone 3633 or 6400 today! 


J. W. WELLS LUMBER of e 3 


Menominee, Michigan 





TANNEWITZ otc: 


for Swing Saws 
SAVES esczncton 


30 Days Free Trial 


ORDER NOW OR SEND FOR 
CIRCULAR 


TANNEWITZ WORKS 
~ 


RAND RAPIC 
Me ” AN 








for fast-selling 


RUSTIC WOOD 
FENCE 


@ Continued building, bigger market, zooming sales—get your share 
of the increasing RUSTIC WOOD fence business ... We make 
prompt shipment on all types—old-fashioned post and rail, English 
type hurdle, rustic gates. Specially selected chestnut rails; 
locust posts. Write for information and prices. 


MARLEAU-HERCULES 


3610 Detroit Ave. Toledo 12, Ohio 


lifetime 
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HARDWARE 


HEAVY 
DUTY 


Casement Operator 


Ives Casement Hardware is 

accepted everywhere as the finest 

money can buy. Backed by more than 75 

years experience in designing and manu- 

facturing, Ives Casement Operators give 

smooth, trouble-free service under all con- 

ditions. Ives own patented Adjustite Catches, 

in two sizes, are perfectly suited for use on 

casements, cupboards, wardrobe and in- 
terior doors. 


ADJUSTITE 


CATCH a >. 


ADJUSTITE 
a. CATCH 


a: 


THE H. B. IVES COMPANY+ NEW HAVEN, CONN, U.S 





Easy opening sections 

“se a Ever Ready Catalog Holders 
keep catalog data at correct 
reading ongie with both 
hands free. y can be used 
on sales counters, buyer's 
desks and in warehouses for 
quick reference. Dozens of 
other uses 








Neo. 12 completely filled with 
ten additional sections. 














Save Time » Temper ¢ Money! 


Ever have the éxperience of searching for a 
catalog for a waiting customer and find it 
was like looking for “a needle in a hay- 
stack?" Most likely you were able to find 
it easily — at a later date — when you 
were hunting for another catalog ver 
Ready Catalog Holders keep every cataloy 
sheet instantly available and in place. Eac 
section holds one inch of punched sheets 

. keeps them in place makes them in- 

stantly removable a disturbing the 
'balanee. ONLY $5.66 Starts You Off — 
Order Additions! Sections As You Need 
Ther! 


No, 12 — Clerk's Side 


ee ee ee 
Congve Sly, Sa, 459 Seven Sh. Geneve, ii. 
Gentlemen: 


volte, 12 EVER Ha Holder is in, wide, 
12% ‘n, deep, §'/; in. tilt. Sturdy steel, dork . Company 
green baked enamel! Cepes ity, 12 sections 
With wings ond 2 sections: $5.45 Eo At. of 
Ne. 24 like No. 12 but 30 in. wide ond 
th capocity for 24 sections. Priced with Address 
two sections $6.50 each 
Sections, $/ 00 Eo City 
NOTE: Types of punching —- Kalamazoo 4-post (), Ring Binder 3-post () 


Money Back Guarantee! _ 


(To obtain more data on advertised products see page 78) 





wallhoard drive screws 


a2 RBBB) 


-= BNE ge 


For installing asbestos cement- 
type wallboard use Hassall 
wallboard drive screws. Spe- 
cifically designed with spiral 
threading for better holding 
power. Supplied with nickel- 
ploted finish with either cas- 
ing or button heads. Advise 
quantities. Prompt delivery. 


JOHN HASSALL, INC. 


P. O. Box 2161 
Westbury, N. Y. 


CONSUMERS 
PATCHING 
PLASTER 


- for cracks, holes 


Patching 
Plaster 


ond general repair 





Famous for 
QUICK SALES 
because it... 
. Needs no sizing. 
. Mixes white in cold water. 


. Will not check or shrink. 


1 
2 
3. Knits quickly to old plaster. 
4 
5. Does not peel or crack. 


® Available in 1, 2% and 5 Ib. cartons; 


2, 5, 10, 15 amd 50 Ib. paper bags; 100 
and 390 Ib. drums. 








a = — OK! 
ORDER FROM YOUR WHOLESALER 
OR DIRECT FROM US 


CONSUME RS GLUE CO 


HADLEY T 6 MO 


(To obtain more data on advertised products see page 78) 








NEW LITERATURE 


(begins on page 72) 





Barcol Overdoors. Typical examples of 
special installations are also illus- 
trated and explained. Also described 
are the exclusive Cam Closing Action, 
Tailored Torsion springs, automatic 
latching, and free-running ball bear- 
ing rollers. Barcol Electric Operators 
and Radio Controls are pictured and 
described in the last section. Barber- 
— Company, Dept. AL, Rockford, 


For more data circle No. 50 on coupn, p. 78 


Stock Metal Building Products for 
residential and commercial builders is 
now available in a catalog from De- 
troit Steel Products Company. The 
catalog describes Fenestra Residence 
Casement Windows, Residential Pro- 
jected Windows, installation accesso- 
roies for windows, the Outside Inside 
Metal Trimmed Unit, Steel Window 
Wall Units, Basement and Utility 
Windows, Sliding Closet Doors, Hol- 
low Metal Doors, and a number of 
other products. Detroit Steel Products 
Co., Dept. AL, 3103 Griffin St., Detroit 
11, Mich. 


For more data circle No, 51 on coupon, p. 78 


The new General Catalog for 1954 
features 94 color chips of Rust-Oleum 
products and includes complete in- 
structions for surface preparation and 
application of Rust- Gin primers, 
short oil type, long oil type, ma- 
chinery and implement finishes, chem- 
ical and heat resistant types, sealers, 
oil field finishes, thinning oils, and 
floor and masonry coatings. In addi- 
tion, two pages of the new catalog 
are Secthed to questions and answers. 
Rust-Oleum Corporation, Dept. AL, 
2799 Oakton Street, Evanston, III. 
For more data circle No. 52 on coupon, p. 78 


A home-planning booklet for build- 
ing and remodeling has just been 
issued by Douglas Fir Plywood As- 
sociation. Entitled “Plan With Ply- 
wood,” the booklet is illustrated with 
photos and drawings of built-in stor- 
age features, construction details and 
other items helpful to families con- 
sidering any kind of building project. 
Included is complete information de- 
scribing the best.grades of fir plywood 
for varying kinds of aoselile jobs. 
Douglas Fir Plywood Association, 
Dept. AL, Tacoma 2, Wash. 


For more data circle No. 53 on coupon, p. 78 


The story of hardwood plywood and 
its uses is told in a new 20-page book- 
let just published by the Hardwood 
Plywood Institute. Entitled “A Treas- 
ury of Hardwood Plywood,” it features 
a color wheel showing in their natural 
colors the wide range of fine hard- 
woods available in plywocd form. On 
the cover are full color svatches of 
the six most popular hardwood ply- 
woods—birch, gum, mahogany, maple, 
oak and walnut. The book contains a 
photo layout on the manufacturing 
process and technical data on the phys- 
ical properties of hardwood plywood 
and methods of using it. Copies of 
the book can be obtained for 25 cents 
each. The Hardwood Plywood Insti- 
tute, Dept. AL, 600 South Michigan 
Boulevard, Chicago, Ill. 

For more data circle No. 54 on coupon, p. 78 


“More Power to Your Church,” by 
Willard A. Pleuthner. When a busi- 
ness man writes a book about church 
matters, it’s real news. Willard Pleuth- 
ner, vice-president of Batten, Barton, 
Durstine and Osborne, New York City, 
has rendered a great service to 
churches and churchmen everywhere 
in this authoritative compilation of 
expansion and _ service techniques. 
Some of the subjects covered include: 
getting more people into church, evan- 
gelism through education, congrega- 
tion participation, turning manpower 
into church power, laymen’s move- 
ments, every-member surveys, projects 
for teen-age groups and good works 
for young married people and young 
adults. Published by Farrér-Straus 
and Young, Inc., Dept. AL, 101 Fifth 
Ave., New York, N. Y. $3.75. 


For more data circle No. 55 on coupon, p 78 


Bouquet for ADservice 


“The American Lumberman ADserv- 
ice is exceptionally well prepared. 
Obviously great care was taken in 
preparing the mats because they are 
sharp and deep which allows excellent 
newspaper reproduction. We use AD- 
service as a necessary supplement for 
our manufacturers’ mats. I cannot see 
how dealers without a separate adver- 
tising department can get along with- 
out ADservice.” 

Charles B. Dove, advertising manager, 
— Lumber Co., St. Petersburg, 
a. 





Information Offered 
In Advertisements 





wish dAatntiad tail abi, o specific 
pal on pag Be Check through ‘this e@asy-to- 
use index of literature in 
this issue’s A ee 


ADVERTISING AID: Sample, informa- 
tion; Home Maintenance & Improve- 
me nt. See advy’t p. 49. 


BITS, bevel trim: Descriptive literature; 
Grace Fabri-Tool Co. See advy'’t p. 71. 

BITS, masonry: Display unit; N. E. Car- 
bide Tool Co., Inc, See adv't p. 54. 


BUILDING PAPER: Descriptive litera- 
ture: The Richkraft Co. See adv't p 
56 


CONVEYORS: Bulletin; 
veyor Co. See 


Standard Con- 
adv't p. 72. 


CORNERS, building 
Nichols Wire & 
adv't p. 62 


Display unit 
Aluminum Co. See 


DOORS, combination Information; 
Jasco Aluminum Products Corp. See 
adv’t p. 57. 


DOORS, combination Information: Ther- 
moseal Div., Cc. Russell Co. See 
adv't p. 31. 


POORS, garage, overhead: Descriptive 
literature: Steel Door Corp. See adv't 
pps 23-24 

FENCE, wood: Catalog; Wood Products 
Co. See adv't p. 78 


FLOORING, hardwood: Descriptive lit- 
erature; Cloud Oak Flooring Co. See 
adv’t p. 12 

GLASS, window: Folders, sales aids; 
Pittsburgh Plate Glass Co. See adv't 
p. 45 


(continued on next page) 
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GLASS BLOCK: Descriptive literature; 


Owens-Illinois. See ady't p. 56 


GLUE: Counter Display; U. 8. Plywood 
Corp. See adv't p. 39 


HARDWARE, cabinet: Display unit: The ~ ee@e@ OIA 
Stanley Works. See advy't pps. 68-69 . 
has 


HARDWARE, garage door Informa- 
tion; The Dor-Set Company. See advy't 


HARDWARE, sliding door Display SI-VEL 
unit Acme Appliance Mfg. Co See 
adv't p. 3 | (PATENT APPLIEO FOR) 
INSULATION, vermiculite Descriptive 


literature Zonolite Co. See ady't p SPRINGS 
i 


LEGS, wrought iron: Catalog; 


selson 
Mfg. Co. See adv’'t p. 58 


oi ' ES Here’s a new exclusive feature 
LIFT MACHINES: Information; Tipps 

Tool Co., Inc. See adv't p. 64 for Zegers Dura-seal 
LINSEE Combination Metal Weather- 
ANSEED OIL: Book of bedroom color Py ' 

schemes; Archer-Daniels-Midland Co strip & Sash Balance! 

See adv't p. 22 Counterbalancing springs are 
PICKET CUTTER: Information; H. A Si-Vel processed and coated 

Schubert Co, See adv't p. 66 to eliminate ail noises. 
RAILINGS, iron: Descriptive literature , A velvet-like finish, actually 

R. G. Coffman Co. See adv’t p. 44 | baked on the galvanized steel 
SASH BALANCE, weatherstrip, comb.: | ; springs, assures absolutely 

Fo de ri Milwaukee e Strip Service, In« silent opening and closing of 

Aucketeptioiiglies wood windows. It’s the most 
Ss epee? - -~ W ire: ( miaien Key important window equipment 

stone Vire oth Co See ac » bd i 

' : oi development since the one- 

CRATES . De eripttve literature piece jamb member .. . 

sales aids strong Cork C« See 

i. = another Zegers “first”! 
SHEATHING: Folder: The Upson Cot " Get complete information on 

pany. See advy’t p. 35 , ' this remarkable innovation 
TILE, floor: Information; Mastic Tile Grainery eneveted spring now! Builders, see your 

Corp. See adv't p. 61 Lumber Dealer;—Lumber 
TILE, floor and wall: Catalog; Goodyear yee Dealers, see your Sash and 

——, 4 ey Sear ae eee Door Jobber or Millwork 
TOOLS hand Information, Display Manufacturer. 

units; The Stanley Works See advy't 

pps. 68-69 


TOOLS, power: Book: Belsaw Machinery 
Co See adv't Dp. (9 
TOOLS, power Information; The Stan- 
ley Works. See advy't pps. 68-69 
TOOLS power Folder: 
Works See adv't p. 73 
WINDOWS, combination Information 
Aluminum Products Corp. See 


Tannewitz 


p 
WINDOWS, combination 
Thermosea - ee Ae 


See advy't p. 31 


Information; 
Russell Co 





y4icj4-o 


COMBINATION 
METAL WEATHERSTRIP 
SASH BALANCE 





Live Folding Door Display 

A customer experiments with the i 
live display of a cypress folding 
door which has helped sales of the ZEGERS INCORPORATED 
item for the Edwards Sash, Door q 
and Lumber Co., Tampa, Fla. The 
door also serves to screen a storage 
area behind the showroom. 
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Classified Advertising; 


Terms — Cash With Order 





i 
g 


shghsi & 
Eb 


i 


: 
ef 


. 


ih 


it 
i 
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copy for ads them to: 


AMERICAN LUMBERMAN, INC. 
199 N. Clark St., Chicago 2, M. 





HELP WANTED 





Wanted an assistant a for plant 
making special wood 1 work and veneered 
doors. Also foreman for sash and door de- 

rtment. Address Box 8-35, Americua Lum- 
erman, Inc. 


WANTED: An experienced retail lumbezman to 
fill the position of Division Superintendent for 
a@ group of yards for a line yard lumber com- 
pany. Address Box 8-50 American Lumber- 


man, Inc. 


WANTED: Man with lumber experience for sec- 
ond man in retail lumber yard. Address Box 
8-51, American Lumberman, Inc. 


WANTED: A capable and experienced retail 
lumb f ta be 





‘or ger o e lumber and 
building material store—an excellent opportun- 
ity for a good man. Address Box $-52, Ameri- 
can Lumberman, Inc. 


OUTSIDE SALESMAN — DRAFTSMAN, ESTI- 
MATOR. To team up and assume responsibility 
for sales retail lumber and supply yard. Draw- 
ing account plus commission on gross sales. 
Location, South Central Kentucky. Excellent 
long term opportunity for two competent, ag- 
repeeere. young men. Write, all details. 

ddress Box 8-71, American Lumberman, Inc. 


Wanted: Salesman to call on large industrials 
in Speoge area. Top line of hardwood ply- 
wood and Fir oan. Salary and expenses. 
Address Box 8-63, American Lumberman, Inc. 


Wanted: Assistant to Sales Manager of whole- 
sale plywood and millwork dist tor in Chi- 
cago area. Must be accarate with figures and 
able to assume res . Prefer man with 
some knowledge of millwork. Sala 





HELP WANTED 





LUMBERMAN 
We need a young man with at least three 
ears experience in the retail lumber business 
loots by letter to the Whelan Lumber Com- 
ny. Topeka, Kansas, giving all pertinent in- 
ormation about experience, education and 
references. 


OFFICE — YARD MANAGER 
Need good man in retail lumber yard who has 
an accounting background. Must be capable 
of taking full charge of office. Duties include 
auditing, billing, quotations, taking orders, etc. 
Reply giving Voth details to Box No. S-55, 
American Lumberman, Inc. 


WANTED — RETAIL YARD MANAGER 


Excellent opening for a retail yard man- 
ager. Minnesota town approximately 
25.000 population. Profit sharing basis. 
Need thoroughly competent experienced 
man, creative merchandising executive. 
Write giving full details to Box S-56, 
American Lumberman, Inc. 





Middle-aged man, experienced in listing. pric- 
ing, selling and detailing in millwork plant. 
Small Florida city growing. with excellent op- 

rtunity. Address Box S-57, American Lum- 
Corenam. Inc. 





SITUATIONS WANTED 


SALES REPRESENTATIVES 
AVAILABLE 





building specialties builders’ har 
or re ] 

commission . Seven men on the 

Address Box R-30, Ameri Lumb 








Attention Lumber, Millwork and 

Building Product Manufacturers. 
We are sales rep tatives and wareh 
jobbers selling to several hundred lumber 
dealers in the New York, New Jersey area. 

you have a new line or product can 

be merchandised to good advantage through 
lumber dealers, we have the kind ef promo- 
tional minded, aggressive sales organization 
that can do the job. Write to Box 8-38, Ameri- 
can Lumberman, Inc. 


SALES REPRESENTATIVES 
WANTED 


DISTRIBUTORS WANTED 

New line of Grandview Birch paneled kitchen 
cabinets offered in standard modular sizes. 
Also Formica sink and counter tops. Write 
for catalogues and discount schedules. 
City) 129th Street South on Highway 71, 
Grandview Products Co., (Suburban Kansas 
Grandview, Mo. 


"METAL MOULDING SALESMAN 
Full time or side line. To call on lincleum— 
hardware—turniture _Stores—cabinet 8 

















ers ap ep- 

resenting Manufacturer of complete quality 

line of aluminum and stainl steel lding 

and plastic wall tile. Exclusive territories 

open. National Aluminum Co., 1134 Alum 
reek Drive, Columbus 9, Ohio. 








MILLWORK—DETAILING 


A firm of millmen with years of experience 

offer a detailing and d g service. Guar- 

anteed results. Reasonable Cost. Excellent 

pangs Address Box R-53, American Lumber- 
Cc. 


LUMBERMAN: DIVERSIFIED EXPERIENCE, AC- 








MANUFACTURER'S REPRESENTATIVES 
WANTED by leading Manufacturer of Nation- 
ally Advertised Sash Bal Combination Unit 
a complete line of Weatherstrip Products. 
Must have following among Sash and Millwork 
Manutacturers, Building Material Supply Deal- 
ers and Tract Builders. 

MASTER METAL STRIP SERVICE, INC., 1720 N. 
Kilbourn Ave., Chicago 39, Illinois. 











TIVE Retcil Yard, Office, Sales. Rel 
A r Pp ibilities. Cc. g tal th 
iastic. Address Box 8-28, American Lumber- 
man, Inc. 











LUMBER YARD MANAGER desires change to 
firm that can offer advancement. 14 years ex- 
perience, 12 years as manager of yard dceing 
approximately $500,000 volume per year. Pre- 
fers South, uthwest or Far West. Address 
Box 8-22, Ameri Lumb Inc. 





MILLWORK SUP’T. & DRAFTSMAN 


30 years experience; detailed and stock mill- 
alg Production man. A-l Reference. Ad- 
dress Box 8-58, American Lumberman, Inc. 


Middle-aged man with 10 years practical shop 
experience, 15 years detailing and 5 years as 
superintendent with large concerns 
special millwork, cabinets and fixt Kei 


Distributor Wanted — Manufacturer KD steel 
door frame with wide acceptance seeks dis- 
tributor with national org ion. Give full 
details of organizational set up. Pioneer Steel 
Products Co., Mount Vernon, N, Y. 





Manufacturers Representative for glue highly- 
rated in woodworking industry now eleeed 
first time in Handy Pack for do-it-yourself mar- 
ket. Ideal for man calling both woodworking 
plants and lumber dealers. Good tie-in ply- 
wood, hardboard, or Za laminate repre- 
ey Write Box S-59, American kendbes 
man, Inc. 





Hand Tools—Manufacturer of nationally known 
line seeks men calling on Retail Hardware. 
Lumber, Plumbing, Electrical and Mill Sup- 
lies. Address Box S-60, American Lumberman, 


mc. 





LUMBER & DIMENSION WANTED 





position with small concern in same line de- 
tailing, billing and supervision of fabrication. 
Address Box $-61, American Lumberman, Inc. 





NEED CAR UNLOADERS? 
Use Manpower, Inc. men to unload i your 
lumber in a hurry. CALL MANPOWER, 
INC. in Milwaukee, Chicago. Cleve- 
land, Cincinnati, St. Louis, Pittsburgh 
—or write Mr. Richmond, Manpower, 
ae W. Kilbourn Ave., Milwaukee 








surate with a Address Box S-70, Ameri- 
can Lumberman, Inc. 





YARD FOREMAN OF LUMBER COMPANY 


Must have had successful experience in this 
type of work in wholesale or retail yard. Pre- 
fer some one under 40. Cleveland area. $5,000 


to $7,000 tly with paid vacation and holi- 
ane Address Box £33. American Lumber- 
man, Inc. 


76 


ger or Assistant to owner of retail yard. 
Yo man, married, 2 children, experienced 
in al ases, buying. credit, etc. Address 
Box S$-62, American Lumberman, Inc. 





Lumber Yard Manager or Assistant: Have 9 
ears experience in retail lumber business. 
ce } = general office work 


Prefer Florida. Address Box S 


to 
. American 
Lumberman. Inc. 


Need direct mill connections for wholesaling of 


carloads of dimension lumber in Ohio. Address 


Box 8-54, American Lumberman, Inc. 
WANTED — RAILS 


RAILS WANTED 
Any weight—any tonnage 
W. H. DYER CO., INC. 
2111-A Railway Exch. Bldg., St. Louis 1, Mo. 











RAILS 
New Relaying 
Always in market to purchase and sell all 
railroad equipment. 
M. K. FRANK 
480 Lexington Ave. Park Bidg. 


New York, N. Y. Pittsburgh, Pa. 
105 Lake St., Reno, Nev. 





STEEL RAILS 
16#, 20H, UH, WH. ISH, 40% and Heavier 


MIDWEST STEEL CORPORATION 
518 Dryden St., Charleston, West 
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BUSINESS OPPORTUNITIES 





For Sale: Site and band sawmill machinery, 
for 8 million yearly production; all or part in- 
—, Address S. Gabel, Lardeau, B. C., 
anada. 


Ahoskie Fabrication Co. Inc., of Ahoskie, N. C. 

nnounces the opening of its new Wholesale 
Distribution Warehouse for Building Products 
for retail lumber dealers to serve North Eastern 
North Carolina — 1, 1954. In addition to 
merchandise we will purchase, we are inter- 
ested in stocking reputeble merchandise on 
consignment, to be paid for as sold. Our 
bonded warehouseman will be responsible for 
all consigned materials. If interested contact 
us at once. 





For Sale by Owners — well known lumber, 
building material and hardware business in 
fast developing east coast area, near West 
Palm Beach. Large hardware store located in 
downtown shopping area. Lumber yard lo- 
cated on railroad with side track facilities. 
This business established in 1926 by owners 
and will consider selling both or either lumber 
and hardware departments. For further par- 
ticulars, write Box Holder, Route 2, Box 343, 
Lake Worth, Florida. 





BUSINESS WANTED 





WANTED 


To buy a lumber yard in good Iowa town. 
Write Box S-63, American Lumberman, Inc. 





USED MACHINERY FOR SALE 





1—Prescott right hand offset carriage 20 ft. 

long, shaft is 22’ 6°’, frame width 51". over- 
h 7° 6". Has 6 trucks. Wheels are 

16° in diameter, width from outside wheel 
to wheel is 59°’. Has three blocks, openin 
48°’, height knee blocks 21"". Equipped wit 
air set and air dogs. Carriage runs with 
brass bearings and free wheel on one side 
other side roller bearings. 
12x45" shotgun feed th end valves. 
2 pneumatic bumpers 14’’x30" cylinder. 
8” diameter plunger bar. 


Boehm-Madison Lumber Co., Milwaukee, Wis. 





BUSINESSES FOR SALE 





For Sale by owner, retail lumber and hard- 
ware business. located in Southwest Louisi- 
ana. This is a real opportunity. Owner wishes 
to eatipe. Address Box R-45, American Lumber- 
man, Inc. 


FOR SALE 
Yard in eastern Nebraska town, located in 


rich farming ity. paratively smal! 
investment will handle. Owner wishes to re- 
tire. Address Box 8-25, American Lumberman, 


Inc. 





BUSINESS FOR SALE 





Owner been in business for sixty years—wants 
to =. Real Estate and Inventory worth 
$95,000.00. Can be bought with as little as 
$10,000.00 down. pe zee s to pay remainder. 
Will discount $10,000.00 tc some quick buyer. 
Ask about very liberal terms. 


Joseph Binford & Son 
Craw‘ordsville. Indiana 





Retail Lumber and Coal Yard in Southeastern 
jae oe on Main Highway between Detroit 
and Flint, Michigan, in small town. Located in 
good farming and industria! section, also rapid 
subdivision territory. Have modern Feed Mill 
with complete farm su . Hardware business 
been established over 35 years —. nice 
volume. Have cther business, must pose 
of ong. Address Box 8-65, American Lumber- 
man, Inc. 


LUMBER AND BUILDING Supply Business. 25 
miles from Columbus, Ohio. s always pro- 
duced minimum earnings of 15% on invest- 
ment. Priced reasonahly. Write for additional 
details or plete stat t. Address Box 
8-47, American Lumberman, Inc. 








Western Oklahoma Yard For Sale 
Located in center of large farm and ranch 
territory with one independent yard as only 
competition. Inventory lowered for quick sale. 
Good buildings. Owners have other interests. 
Address Box 8-67, American Lumberman, Inc. 


LUMBER YARD 





The most tstanding wholesale concentration 
yard in the Southwest is for sale due to 
owner's retirement. An unusual opportunity. 
Address inquiries to Box S-68, American Lum- 
berman, Inc. 


Retail iumber and building supply business 
located southwestern Michigan, in resort area. 
Gross sales over $100,000.00 per year. Owner 
wants to move to different climate. Price $35,006 
plus inventory. Terms can be arranged. Ad- 
dress Box S-72, American Lumberman, Inc. 


FOR SALE 
Specialized Jobbing concern representing 17 
firms, as ae of mili —enee and tools, 
such as Milling Cutters, Grinding Tools and 
Wheels, Electric Hoists, Abrasive Cloth and 
Belts, Conveyor and Power equipment. 


Modern building and interior with total floor 
space of 8,000 sq. ft. Personnel includes 4 
salesmen. 


Operating within 50 to 60 miles radius in large 
Illinois city, the sales volume has shown a 





Michigan Yard for sale by owner. In good 
farming community. Doing good yearly busi- 
ness — good buildings and equipment. Have 
other interests. Address Box S-43, American 
Lumberman, Inc. 


YARD FOR SALE — Small, clean yard in good 
agricultural territory western Minnesota. Priced 
for quick sale. Address Box S-44, American 
Lumberman, Inc. 


RETAIL YARD 
Profitable, long established Michigan Industrial 
of location. $75,000 investment. Should yield 
25%. Leased buildings includ,, living quarters. 
Address Box S-45, Ameri Lurab Inc. 





Building supply busi in ent location 
in one of Colorado’s most prosperous cities. 
Approximately 40,000 population trading area. 
Will sell buildings and inventory. Have other 
ney Write Box S-46, American Lumber- 
man. Inc. 











Retail yard in America’s fastest growing sec- 
tion, Florida gold coast. Owner retiring. Land 
lease or complete sale. Address Box 8-66, 
American Lumberman, Inc. 
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se each year, since 1929. The 
present net is around $48, annually. Q-5527. 


ellsworth BOND & CO., INC. 
5019 E, Colfax Denver 20, Colorado 





PROMPT SHIPMENT 





PROMPT SHIPMENT 


BUILDING PAPER 
Reflective Insulation 
Asphalt Felt—Red Rosin 


Nail Ba ( er Opening) 
Twine For Ty Lombert 
Miracle Adhesives & Anchor Nails 


SLIDING DOOR HARUWARI. 

Joist Hangers (in Cartons) 

Dolly Varden Corners 

ans all Ties — Areawalls 
NICHOLS ALUMINUM NAILS 
Wooster Brushes 

Attic & Roof Louvers 

Miniature Louvers (l5c resale) 

(Selling only to dealers) 


HOSKING PAPER & SUPPLY 
. Drawer 43 Wilmette, Ml. 


LUMBER & DIMENSION 
FOR SALE 





FOR 
PONDEROSA SINE BOARDS 
and White Fir Dimension. 
Car Load S' nts irom Idaho. 
Address Box 8-42. rican Lumberman. Inc. 


BONE DRY POPPLE 


4/4, 6/4 & 8/4, can be surfaced and resawed. 
uiries for delivered prices. 
gy P - Co.. ginia, Minn. 





iin Dried Douglas Fir Industrial Clears 
_ Standard sizes through 16/4 
Also 
Extension Ladder Rails 
Mouldings Cut Door Stock 
Millwork Blanks Step-Ladder Stock 


Inquiries answered promptly:. 


Al Clements Lumber Co. 
P. O. Box 908 
Eugene, Oregon 
Phone 5-3317 TWX EGO49 
DRY ASPEN LUMBER 
We offer Ix6x8" RL #3 & Btr. S48 or shi; 1 
also 100 any thickness, ripped, resawn, bun- 
dled, as needed or for shipment rough, Your 
inquiries will have prompt attention. 
Pennington Lumber Co. 
Birnamwood, Wisconsin 





MISCELLANEOUS 
FOR SALE 





CARPENTERS APRONS 
Write for prices and information. 


THE MINNESOTA SPECIALTY CO. 
Minneapolis, Minn. 


ADVERTISING YARDSTICKS 


Basswood, 2-color. Same price as 1-color. 
Also Paint Paddl I diate shipment. 








R. J. DUMONT CO. 
156 So. Melrose Ave., Elgin, Ill. 


w iter, gh—iive not 
0° ertising Pencils. 
ith bell ringing slogans. Wri 
” for Brochure and Prices. 
ABA WOOD PENCILS 
P. O. Box 395 Tuckahoe 7, New York 





BOOKS FOR SALE 


CYCLOPEDIA OF BUILDING TERMS. 6 
pa of definitions, illustrations, charts and 
tables to assist lumber and building material 
dealers in the operation of their business. 
Manual of Fundamentals of light construction 
and q materials for lumber dealers. 
Excellent presentation. Price 50c. 


LUMBER AND ITS USES. By Kellogg. A 
outline describing in non-technical 
language the ies and uses of the prin- 
cipal commercial species of wood which are 
manufactured into lumber. Fourth edition. 
Price $4.00. 


FOREST PRODUCTS. By Nelson C. Brown. 
Harvesting, processing and mar of ma- 
terial other than Saarbes, juding the prin- 
cipal derivatives, extractives and incidenta! 
products. Features 155 illusrtations, glossary 
and reference list. Price $5.00. 


LOGGING. By N. C. Brown. The principles 
ond methods of pares timber in the 
United States and Canada. This book will help 
the student and opercter to gain a better un- 
derstanding of logging methods employed. 
Price $5.00. 

CARPENTRY. By Townsend.. A 
treatise on simple building constr in- 
cluding framing, roof construction, general 
cerpentry work, exterior and interior finish 
of buildings, building forms, and working 
drawings. An outstanding kook. Price $2.50. 








44. 


ange 





AMERICAN LUMBERMAN & 
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199 N. Clark St., Chicago 2, Il. 
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English Type 


PROFITS for YOU! | ALIFORNIA 


RAIL and HURDLE | you seLL FENCE 


We Carry Inventory , SUGAR G&G WESTERN 


FENCE | vsscececur PINE AGENCY, INC. 





ALL TYPES 


For Estates or smalter Homesites. 


FOR LONG LIFE 


Entire fence (posts and rails) 
treated with oaationally known 


PENTA PRESERVATIVE 


a FOR CATALOG senteond a 


# | MONTGOMERY ST. 
SAN FRANCISCO, CALIFORNIA 














TY y MILLION 


IN USE 


Eliminates ROPES, 
PULLEYS, WEIGHTS, 
and SPRING BOLTS || 


NAILS | 

N SCREWS || 
RATTLES | | 

Replaces Worn-out SASH CORD || 
SPECIAL HARD 
SPRING BRONZE | 


See your JOBBER | iain 
LEIDGEN SPECIALTY CO. 





| 
| 
| 


winoow 
CONTROL 


[creas 1912-1954 


FLAVELLE GEDAR LIMITED 


30c per pair MANUFACTURERS OF 
B. C. RED CEDAR SIDING, SHINGLES, LATH 


for over 40 year 





 Oteuenewes, Wis. : 
PORT MOODY. 6 Cc CANADA 
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“What's New” Items 


Advertised Products cH 
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“WHAT'S NEW!” 
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’ Flavelle Cedar Limit 78 Owens-tttinois 
Fox Lbr. Co., Abt Glass Block Div 


(AA) Acme Appliance Mfg. Co 3 Ge neva Mfg. Co. 7 Padgett-Smith Flooring Co.... 
(AB) Acme Quality Paint Ine Gillies Bros, & ¢ : Pittsburgh Plate Glass Co. 

; Spine “te : Goodman Lbr. C« : ‘ 
(AC) Acme Steel Co 


, Goodyear, Flooring . 
(AB) Ahonen Lbr. Co Greed Fabri-Tool Co., The .... Richkraft Co,, The 
aoe See-Eing ty. Corp “ (CG) Grand Traverse Sales Co . 66 Roddis Plywood Corp 
(AF) Aluminum Co. of America Russell Co., The F. ¢ 
(AG) Archer-Daniels-Midiand Co 96 
(AH) Armstrong Cork Ce . j (CH) Hassall, Inc., John B: 
(C3) Hassall, Inc, John ae Schneider Bros. Lbr. ¢ 
(CK) Hines Lbr. Co., Edward .. Schubert Co., H. A. 
(AJ) Bat o., Ine., J. Herbert (Ct) Holt Hardwood Co Standard Conveyor Co. 
(AK) Be iw Machinery Co (CN) Home Maintenance & Stanley Works, The 
(At) Belson Mfg. Co E Improvement Steel Door Corp. 
(AN) B m-Madiser 
tonifas Lbr. Co V : , ‘in ‘i ’ 

a sruning ‘eal he ag a ‘ eee: Syee, ON eee : Tannewitz Works «. 
(AQ) B an Lbr. Co., Paul Tipps Tool Co., Ine. 
Trusecon Steel Div., 

Republic Steel 


(CP) Jasco Aluminum Products Corp 


(AR) Cadillac-Soo Lbr. Co, . (CQ) Keystone Wire Cloth Co 

(BA) aldwell Mfg. Co : fi 1, S.-Mengel Plywoods, 

= 4 — wre Western ” (CR) Leidgen Specialty Co 1, S&S Plywood Corp 

(BC) Chevrolet Div. of Ge nonel (DA) Life ; 1. 8. Plywood Corp 
Motors ; (08) Louisville Cement Co : ‘ Tpson Co., The 

(8D) Chistiansen Co., C. M 

(BE) Clark Equipment Co 

(BF) Cloud Oak Flooring C« 

(8G) Coffman Co., R. G 

(BH) Conkling Co., The Frank 

(BJ) Connor Lb and Ce 

(BK) 

(BL) 

(BN) 


(DC) Mack Trucks... 

(DF) Marleau-Hercules 3 > ; — hag 

(DG) Mastic Tile Corp. of America ; wi is Lor. ec, . 

(HP) Mauk Lbr. Co., The C. A Wisconsin-Michi wet ae e 
(HP) Mauk Seattle Lbr. Co Wy rey” Seadiaatil i ag 
(0H) Michigan Pole & Tie Co . ° 

(OK) Milwaukee Strip Service, In¢ 


Yale & Towne Mfg. Co., The 

(ON) New England Car 

} ink . i 

(BO) x . = “ : _ P (DO) Nicholls Mfg. Co 3 Zegers Incorporated 


(BP) , tot (% 7 ‘ (OP) Nichols Wire & imint ‘o + Zonolite Company 








GILLIES BROS. & CO. Ltd. Paint Profits for 


BRAREIDE, ONTARIO, CANADA Building Material Merchants! 


Mfrs. of (PINUS ; 
Genuine STROBUS) Bruning Brothers, Inc. has on its staff men of consider- 


able experience in building profitable paint sales traffic for 


the building material merchant. BRUNING prices permit 
Also some Norway and Spruce — way AS, pe la 
independent merchants to meet direct paint factory compe- 


AIR-SEASONED _ WATER-CURED tition. We have no company owned or sponsored stores, 
Rough or Dressed 
Capacity 28 million feet annually 


For information, write: 


BRUNING BROTHERS, INC. 


Sawmills — Braeside and Temagami, Ontario 4209 FE. Chase Street, Baltimore 5, Maryland 


1842 Member N.A.W.L. _ 1954 
YOU- CAN | A iA BUSINESS IN FOUR 
START A SPARE TIME! 


ce 
—- A : eer ~4 
E r) ‘ 
« Andy Phillips says: “‘My Belsaw Sharp Smith gives me 
4 big profits at low expense—! can run 35 to ve 4 Cireular 


Saws in an 8-hour day—that makes me $40 ca 





























__aedipin nae 2 IT aleo get BIG EXTRA PROFITS up to $4 


an hour grinding planer and jointer knives 


‘ Specialists in Ook Fi e in always a demand for this kind of work 
wholesa!- 








You ean start this REPEAT CASH business in your 
own home or garage while you are working at your 
regular job. Kasy to operate, no experience needed 
“My BELSAW paid for itself the first month 

H. J. Opie 


For as littl as 915 down payment you can get 
your BELSAW SH ARP SM‘ TH rushed 


to you 





FREE Book TELLS HOW 
YOU can start making money the very day your BELSAW SHARP 
SMITH arrives. Earn $4 to $5 an hour in your spare time sharpen 
ing saws and knives for contractors, builders, lumber yards, factories 
hundreds of jobs in your own neighborhood. No extra equipment 
—_ ° needed, no canvassing. Bend today for your Free copy of ‘‘Life-Time 
Security.”’ 


BELSAW MACHINERY CO., 332! Field Bidg., Kansas City |i, Mo. 
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Hollywood is now working on a 3D film that 
if you don’t go into the theatre to see it, it comes 
out to see you. ff ey. 


Which reminds us of the definition of bars—something which 
if you go into, you are apt to come out singing a few of and 
maybe wet tossed behind * * * 


He: “I only go out with girls who wear glasses.” 

She: “Why?” 

He: “1 breathe on them and they can’t see what 
I’m doing.” a eS. a 


Then there was the guy who'd been unlucky all his life, but 
things changed—when they dug his grave they struck oil. 
wa S.. 

Advice never given and heard too late: If you 
want to make a living you have to work hard but if 
you want to get rich you have to attack the problem 
from an entirely different angle. 

* ~ * 
“Where would you guys be if we girls weren’t around to sew 
buttons on your pants?” 
“If you girls weren't around we guys wouldn’t have to wear 
pants, ” se 

Hold on to your hats, folks, cuz in fifty years, 
that is, the year 2004, helicopters will be logging 
your lumber—lumber cut with rays and stained to a 
color of spectrum selection through a magic hypo- 
dermic needle, 

Yes, it’s a fact of the future, according to experts. 

We offer not a splinter of scepticism to this predic- 
tion. In fact, it sounds exciting, fun and count on 
MAUTK to be raying, helicopting and needling when 
that good day comes. 

Meanwhile, for the very best products of the most 
modern lumber industrial techniques, straight or 
mixed carlots, callon MAUK Seattle Lumber Co. 

ss 
Simple Celia says too many gals these days have been tried 
and found wanton. 
+ + ” 

He; “Have a cigarette?” 

She; “Sir! Are you trying to insult me? I’m the 
mother of five children.” 

He; “Oh, well, in that case, have a cigar.” 

“Rk 
The little girl who used to want an all day sucker now just 
wants one for the evening. 
e-e-~6 
And when a woman finds out she’s not the only 
pebble on the beach she gets a little boulder. 
. 

Do You Know What Dep't: 

Do you know what they call the man who doesn’t believe in 
birth control? Daddy! 

Do you know what they call the man who can smile when 
everything goes wrong? Auto mechanic 

Do you know what they call when they want the best in lumber ? 
Evergreen 0300 


MAUK Seattle Lumber Co. 


Seattle 5, Washington 


The C. A. MAUK Lumber Co. 


Toledo, Ohie 
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Every Employe Needs American 
Lumberman Magazine 


/ 
if 


Wy 
i Lf 





Gentlemen: 

Three men trying to read one magazine is no good, 
so enter a subscription for two of our key men as 
follows. This makes it possible for all of us to read 
at our leisure and soak up all those ideas you have. 

Where you find all this information for each and 
every issue is just marvelous. Send us a bill. 

Tell Mr. Hood I again enjoyed his panel discussion 
talk at the Northeastern convention. Also thank him 
for the analysis of our financial statement last year. 


Yours truly, 

J. A. Schriner 

Kingsboro Lumber Co., Inc. 
Gloversville, N. Y. 
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Shingle Platform Saves Stooping 


Constructed from scrap materials found on any 
construction job, this portable platform holds a sup- 
ply of shingles or shakes. Quickly moved to the de- 
sired position on sidewalls, it keeps the working 
supply of materials always at arm-level, and elim- 
inates bending or stooping. 

The platform takes advantage of the 14-inch over- 
hand or projection of the top course of shingles on 
double-coursed walls. The “lip”, plus several nail- 
voints, serve to hold the platform firmly against the 
vall. The idea was supplied by the Red Cedar Shingle 
Bureau. 


Advertisers’ Index appears on page 79 





Consistent 


national advertising 
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helps you sell screening of Alcoa Aluminum 


Month after month Alcoa advertisements are telling your customers that 


non-staining screening of Alcoa” Aluminum is the best they can buy. National 


magazines like The Saturday Evening Post, Life, Better Homes & Gardens, 


American Home, House Beautiful, House & Garden and Sunset Magazine are 


carrying these messages ... with special emphasis in the spring and fall. 


ALCOA oC. 
ALUMINUAA 


ALUMINUM COMPANY OF AMERICA 








ORDER YOUR SCREENING Now! 


DISPLAY THE ALCOA LABEL! 


It’s available now! 
Insect wire screening woven by the following manufacturers from Alcoa 
Alclad 56-S Aluminum Wire conforms to National Bureau of Stand- 
ards Specification CS 138-49 and Federal Specification RR-S-141a, 


Alabama Wire Co., inc 


American Wire Fabrics 
Corp 


Chase Brass & Copper 
Cc 


Clinton Wire Cloth Co 


Cyclone Fence Division 
(American Steel & 
Wire Company) 

Dixie Screen & Wire 
Products, Inc. 


Gilbert & Bennett Mfg 
~O 


Gulf Screen & Wire 
Co., inc 


Hanover Wire Cloth Div 
(Continental Copper 
& Steel industries, inc.) 


Heilig Bros. Co., Inc 
The C.O. jelliff Mfg. Co 
Keystone Wire Cloth Co 


New York Wire Cloth Co 


Pacific Wire Products 
Co., Inc 

Pennwoven, Inc 

Phifer Aluminum Screen 
Company 

Spargo Wire Cloth & 
Screen Co 

Standard Wire Cloth & 
Screen Company 

Whitehead Woven Wire 
Co 

Wickwire Brothers, Inc. 

Wire Products, inc 





BETTER PLASTICITY 


To build the best possible concrete-block walls, the brick- 
layer must use plastic mortar. The mortar must be plastic 
enough to stick to the long head joint. It must not drop 
off when the mortared edges of the block are swung to 
a vertical position and lowered into place. It must be 
plastic enough to enable the bricklayer to quickly and 
accurately tap the block down to the line. 


Brixment mortar provides this necessary plasticity. More- 
over, it stays soft and plastic long enough to let the 
bricklayer level, plumb and straighten the unit and adjust 


it to its final position in the wall before the mortar stiffens. 





